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F Fifty-second Year, No. 48 


' North British Names 
Nolen U.S. Manager 
To Succeed Duxbury 


Duxbury Retiring December 31 
Because of Ill Health; Served 
Group Over 40 Years 


NOLEN NOW ASST. MANAGER 


Joined Group in 1928 in Michi- 
gan; Came to New York in 
1946 From Detroit 


George H. Duxbury, United States 
manager of the North British & Mer- 
cantile and Ocean Marine, and president 
of the associated companies in the North 
British Group has, on medical advice, 
requested retirement after completion of 
more than 40 years of service with the 
group. With regret and in full appre- 
ciation of Mr. Duxbury’s services, as 
well as in the hope that rest and relief 
from business responsibilities will con- 
tribute toward restoration of health, his 
request was approved and he will retire 
December 31. 


Nolen Appointed Successor 


To succeed Mr. Duxbury, William L. 
Nolen, now assistant U. S. manager of 
the North British and Ocean Marine 
and vice president of the associated 
companies, has been appointed United 
States manager, and has also. been 
elected a director and president of the 
Commonwealth of New York, Homeland 
of America and Mercantile of America, 
and will be elected a director and presi- 
dent of the Pennsylvania Fire at the 
next meeting of its board of directors. 

Mr. Duxbury joined the North British 
Group on July 1, 1911, and this year was 
guest of honor at a testimonial dinner 
at the Hotel Pierre, New York, tendered 
by his associates and staff to mark his 
40th service anniversary. 

During World War I Mr. Duxbury 
served overseas in the U. S. Marine 
Corps. After returning to the North 
British he advanced through various 
positions in the field and home office. 
In November, 1937, he was appointed 
assistant U. S. manager. Since January, 
1946, he has been United States manager. 

Mr. Duxbury has been active in fire 
insurance organization work and_ has 
served in many important posts. He is 
a past president of the Eastern Under- 
writers Association and of the National 
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Perception 


It was Sherlock Holmes, the prototype of detectives, who 
argued that people could be trained to see. They could look at 


a shop window, for example, and fail to observe what was in it. 
He claimed that with a little training a person could take one 
look into that window and then be able to enumerate everything 
that was in it. Thus perception could be trained into a skill. 


A modern art teacher thinks that people ought to be taught 
to use their eyes to see, starting when they are youngsters. He 
said that many people look but don’t see and pointed out that if 
you learn how to see things you are on the first road to under- 
standing them, and if you understand them something can be 
done toward making an artist out of you. He considered percep- 
tion the most important part of training an artist. This put it on 
the same footing with learning draftsmanship, which he claimed 
anyone could be taught. The art teacher argued that if he learned 
how to see he could use that skill in almost everything he did. 


The underwriter who learns how to see has mastered the first 
important step in the art of selling. 


THE PENN MUTUAL LIFE INSURANCE CO. 


MALCOLM ADAM 
President 


INDEPENDENCE SQUARE, PHILADELPHIA 








New York Life Opens 
Local Group Offices 
Throughout Country 


Names Division ‘Managers for U. S. 
and Canada; Also Those to 
Head Local Offices 


DISPLAY SPACE IN PAPERS 


Division Managers: R. E. Purdy, 
W. L. Fehon, Jr., E. C. Jones, W. 
F. L’Heureux, W. R. Livingston 
Using space in 75 different daily 
newspapers, the New York Life, on 
Tuesday, November 27, announced the 


opening of its recently established 
offices in principal 


cities throughout the United States and 


Group insurance 
in Canada. 

The size of the announcement adver- 
tisement was two columns by 75 lines 
The New York Life had used larger 
newspaper space in October in 229 dif- 
ferent papers and in the insurance trade 
press to announce its entry into the 
Group insurance business. 

The publication of the more recent 
newspaper advertisement was coordi- 
nated with the mailing of card an- 
nouncements within each local area in- 
viting attention to the personnel and 
facilities of the new offices. 

The New York Life Group insurance 
sales force is organized into six terri- 
torial regions. The cities where offices 
are located and the personnel in charge 


are the following: 
Division Managers and Local 
Office Heads 
Robert E. 


Purdy, regional Group manager at Bos 


Northeastern Division, 
ton. Offices in the division are: Boston, 
William Harford in charge; New Haven, 
Robert Iliff; Buffalo, Lloyd S. Wise; 
Syracuse, John Allison; New York City, 
F. Noll, Jr.; and Newark, 


James P. Moloney. 


Anthony 


William = L 


regional Group manager at 


Southeastern Division, 
Fehon, Jr., 
Washington, D. C. Offices in the divi- 
sion are at Atlanta, Wallace R. 
Show; Miami, Alfred Morrissey; Balti- 
more, Albert K. Lennan; Philadelphia, 
Matthew P. Hanley; and Pittsburgh, 
Robert A. Henderson. 

Central Division, Ervin C. Jones;*tfe- 
gional Group manager at Chicago. The 
offices in this division are at Chicago, 
William Shean; Cincinnati, J. Merle 
Lemley; Cleveland, Don R. Davis; De- 
Milwaukee, 
Minneapolis 


troit, Fenwick J. Crane; 
Clifford Johnson; and 
Robert R. Callaghan. 

The Western Division is currently 
under the direction of the home office 
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—— WERE a good many places in town where 
you could buy a Christmas tree. The markets 
had them and the florists had them and there was 
a vacant lot down the street where they sold them 
every year. 

But Bob and Mary Travis preferred to drive 


through the snow to the Willard Nursery up in the 
country outside of town. 





An expert in such matters would probably tell 
you that the trees sold at the Willard Nursery 
were no bigger or greener or fuller than the ones 
sold right around the corner. But to Bob and Mary 
Travis, Christmas would not be Christmas with- 
out a Willard tree. 


They would bring it home trailing out of the 
luggage compartment of the car. And when they 
set it up in the living-room and started trimming 
it, they would both say what a lovely tree it was— 
and agree, as they had so many times before, that 
there was nothing like a Willard tree. 


They had said so, now, for over twenty-five 
years. Because it was over twenty-five years since 
Bob Travis had sold his very first life insurance 
policy to Ben Willard. Bob was then just starting 
in as New York Life agent, and Ben was just start- 
ing the nursery up in the country outside of town. 
Bob had pointed out to him how the insurance 
might well serve as the foundation for ease and 
security in the Willards’ later years . . . how the 
Willards might some day look on the nursery as a 
hobby rather than an occupation. 


As time went on, the two men worked out even 
broader plans. And, as time went on, it had been 
fun for Bob Travis to see those plans work out on 
schedule. Now, as a result, the Willards were able 
to take winter vacations down South. And later 
On ct. 

And that is why you can’t always judge a Christ- 
mas tree by its size or its shape or the greenness 
of its boughs. 


You have to allow a little bit for sentiment. 


NEW YORK LIFE INSURANCE COMPANY 
51 Madison Avenue, New York 10, N. Y. 


Naturally, names used in this story are fictitious, 
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Business continuation or buy and sell 
agreements as they are sometimes 
called, when soundly conceived and 
properly financed, are a valuable con- 
tribution to the American economic sys- 
tem; they are the means by which sole 
proprietors, partnerships and close cor- 
porations remain alive despite the death 
of a principal; they are responsible not 
only for the continued, healthy existence 
of such economic units but for the fi- 
nancial contributions that enable the 
family unit of the deceased principal to 
survive. These are the conclusions ar- 
rived at by Daniel J. Reidy, general 
counsel of Guardian Life of America, in 
a comprehensive paper on business life 
insurance delivered before the Insurance 
Section of the American Bar Associa- 
tion. 

Mr. Reidy covered the sole propri- 
etorship, the ‘commercial or industrial 
partnership, the service type and pro- 
fessional partnership and the close cor- 
poration. As to the scope of the field, 
he said there were in 1950 approximately 
4,000,000 business firms in this country; 
that almost 400,000 new businesses be- 
gan operations that year and that some 
350,000 business firms went out of ex- 
istence. 

Business Continuation Agreements 

Taking up the subject of business con- 
tinuation agreements, Mr. Reidy said 
that the principal objects of business 
continuation agreements are: Upon 
death of a principal to continue the 
business without interruption; to assure 
to the decedent’s executor and heirs a 
guaranteed market with just payment 
for decedent’s interest in the firm; and 
to assure the surviving business asso- 
ciates succession to the entire business. 

“Several collateral advantages will 

flow from a sound agreement. properly 
financed,” said Mr. Reidy. “Credit will 
be enhanced. Employes, assured of the 
continuance of the business that affords 
their livelihood, will have improved 
morale. The principals, being able to 
ascertain, with absolute or reasonable 
certainty, the dollar value of their busi- 
ness interest can better plan the dis- 
position of their entire state. It re- 
moves from their minds that gnawing 
worry concerning the future of the busi- 
ness and of the families dependent upon 
it. We should, therefore, expect better 
concentration on business problems with 
better results. Valuation of the business 
interest for estate tax purposes will, if 
fairly arrived at, be accepted by the 
taxing authorities. These are but some 
of the many advantages that readily 
come to mind. 

“Sound financing of business contin- 
uation agreements is a vital element to 
successful accomplishment of the in- 
tended results. Various means suggest 
themselves. For instance, bank loans, 
payment by series of notes, chattel 
mortgages, special deposit accounts, pay- 
ment from future earnings or from sur- 
plus, 

From the vantage point I have occu- 
pied, enabling me to observe sound plans 
in action, I am convinced the soundest, 
surest plan of financing such agree- 
ments is through the use of business 
life insurance.” 

The Sole Proprietorship 

In-the case of the sole proprietor, Mr. 
Reidy outlined a long list of points an 
attorney would cover in an agreement 
financed by business life insurance some 
of which follow: 

“The principals, having decided on a 
buy and sell agreement, to be financed 





Daniel J. Reidy, General Counsel of Guardian Life of 


by business life insurance, we shall as- 
sume the insurability of the owner has 
been determined. 

“Should he though prove uninsurable, 
or perhaps too old to secure coverage 
at a reasonable price, alternative financ- 
ing plans or even sale during his life- 
time to other interests would have to 
be considered. 

“After identifying the principals to 
the agreement, it is customary to set 
forth in a preamble clause a short state- 
ment of the purpose intended. 

“The owner then binds himself, his 
heirs and estate to sell the business 
upon death and the employes bind them- 
selves to buy in the agreed upon pro- 
portion. ~ 

“The business assets and _ liabilities 
will be listed and the agreement will 
state whether the sale will include as- 
sumption of the liabilities by the pur- 
chasers or the estate. 

“An agreed valuation of the business 
should be set forth either in dollars or 
by a readily understandable formula. 
If in dollars, we will provide for revision 
of such price at fixed times, usually 
at the end of each fiscal or calendar 
year. A more advisable method would 
seem to be by simple formula providing 
fair valuation upon death. The best 
method to be used in any case will be 
determined by the principals, usually in 
consultation with their accountants and 
attorneys. Valuation should include pro- 
vision for good will, if any. 

Financing Through Insurance 

“The financing clause will set forth 
the amount and type of insurance to be 
or already purchased with a_ schedule 
of such policies; who shall apply and 
pay for it; the effective control of the 
contracts; the proper disposition of the 
proceeds, and provision for the payment 
of any excess price over the value of 
the insurance. The professional life un- 
derwriter, working with the lawyer, ac- 
countant and the principals will be of 
assistance in this regard. 

“In event the purchasers assume the 
firm’s obligations, provision will be 
made to adequately protect the estate 
either by securing creditors’ releases to 
the estate; allowing the executor to can- 
cel the agreement and liquidate the busi- 
ness, or other arrangements fair to both 
parties. 

“On.the other hand, should the agree- 
ment provide for the sale, free and clear 
of the liabilities, the purchase price 
would naturally be higher, and an es- 
crow or other arrangement made to 
protect the purchasers. 

“Since there will be a hiatus between 
the death of the owner and final settle- 
ment of the estate, the business must 
be kept in operation without interrup- 
tion. The owner, therefore, agrees and 
does confer on the purchaser the power 
to operate the business for the estate 
during such period. The power, to be 
effective after death, must, of course, be 
coupled with an interest. 

“The agreement will provide for 
termination, upon prior death, perma- 
nent disability, or insanity of the pur- 
chaser; upon termination of his em- 
ployment agreement; bankruptcy of 
either party; violation of the agreement 
which impairs the insurance coverage, 
or for other reasons which will sug- 
gest themselves. 

“It will provide for fair disposition of 
the insurance contracts in event the 
agreement is terminated. 

“It will provide for amendments or 
revocation by mutual agreement. 


America, Discusses Use of Business 


Continuation Agreements 


“It is our hope it will eventually pro- 
vide exactly what was intended—the 
smooth transfer of a going business with 
fair payment for it to the heirs of the 
former owner. 

Commercial or Industrial Partnership 

“The commercial or industrial part- 
nership is distinguished from a service 
or professional partnership by the fact 
that, in addition to the particular skills 
of its manpower, it is also possessed of 
capital assets of more than nominal 
value. 

“It is axiomatic that death of a gen- 
eral partner dissolves the partnership. 
Ordinarily, the survivors act as liquidat- 
ing trustees for the purpose of winding 
up the business and termination of the 
partnership. 

“Foresighted businessmen, not wishing 

: ’ shing 
to lose their means of livelihood or be 
compelled to go into business with the 
wife or other relative of a deceased 
partner, provide against such contin- 
gency in advance. 

“Provision may be made in the part- 
nership articles for the continuation of 
the business without interruption. There 
is a possibility though that such ar- 
rangement may have unforeseen results, 
particularly should there be a central- 
ized management. To avoid such result, 
a separate business continuation agree- 
ment would probably be more suitable. 

“Partnership buy and sell agreements 
are generally similar in form and con- 
tent to that outlined under the sole 
proprietorship. 

Partnership Life Insurance 

“The partners agree, in substance, that 
upon the death of one the business shall 
continue. The deceased’s interest is de- 
termined by application’ of the valua- 
tion formula. Payment is made by the 
surviving partners to the executor. The 
survivors assume the partnership obli- 
gations and continue business operations. 

“When financing under the plan con- 
templates the use of life insurance. 
Certain questions may arise concerning 
the proper method for applying for such 
insurance; paying premiums; ownership 
of the contracts; designation of the 
beneficiary, and payment of the pro- 
ceeds. Lawyers may not have the an- 
swers at their finger tips so a_ short 
analysis of these questions will be made. 

“Who should apply for the insurance ? 
Three methods suggest themselves. Each 
partner can apply for the insurance on 
his own life. The partnership itself 
might be the applicant for separate poli- 
cies on each partner. The third and 
best method is cross insurance ar- 
ranged as follows: Assuming three part- 
ners, partner A applies for policies on 
the lives of partners B and C; B applies 
for policies on the lives of A and C; 
C applies for insurance on A and B. 
The amount of insurance each partner 
would purchase on the life of each of 
his two associates would be equal to 
one-half the agreed value of such part- 
ner’s business interest. Assuming, for 
sake of simplicity, that the total valua- 
tion of a business is $300,000, each part- 
ner has an equal one-third interest 
worth $100,000. Partners A and B would 
each carry a policy for $50,000 on C’s 
life and vice versa. 

“Were we to adopt the first idea with 
each partner applying for the insurance 
on his own life and paying the premium 
on it, the first thing that strikes us is 
he would be financing the purchase of 
his own interest. True it is, the other 
partners as beneficiaries might, when 











Conway Studios 
DANIEL J. REIDY 


they receive the proceeds, reimburse the 
estate for the premiums paid. The in- 
sured though, having paid the premiums 
on insurance on his own life, would fall 
within one of the two tests app'ied un- 
der the Internal Revenue Laws to de- 
termine whether such insurance pro- 
ceeds are to be included in his taxable 
estate. 

“Assume the partnership applies for 
all the insurance with proceeds payable 
to it. This principle is wrong for it 
assumes all partners to be of equal age, 
which seldom is the fact. The partner- 
ship, too, is dissolved on death of one 
member. The uniform Partnership Act 
States that unless the contrary intention 
appears property acquired with partner- 
ship funds is partnership property. The 
result might be a claim that the in- 
sured’s business interest has been in- 
creased by one-third of the insurance 
proceeds paid to the partnership, plus 
one-third of the then present cash values 
in the contracts on the survivors’ lives. 

“In certain cases where, for instance, 
we may have more than three or four 
partners, a cross insurance plan would 
be cumbersome. Perhaps a partnership 
purchase plan could be devised on an 
equitable basis. Premium payments, ap- 
portionment of the cash values of sur- 
vivors’ policies on death of one partner, 
non-inclusion of both insurance pro- 
ceeds plus partnership interest in de- 
cedent’s estate are some of the factors 
to be considered in preparing such type 
ot agreement. 

“A question arises, in such type of 
agreement, as to proper disposition of 
the remaining policies owned by the 
partnership after the death of the first 
partner. Since the views of the courts 
and the Internal Revenue Bureau are 
now consistent, both agreeing that a 
sale of a partnership interest is the sale 
of a single capital asset, does the in- 
clusion of these policies in the sale of 
the deceased’s interest constitute a 
transfer for value so as to make the 
proceeds when later received subject to 
income tax? Mannheimer and Fried- 
man suggest it would not be necessary 
for the survivors to purchase the re- 
maining policies on a cross insurance 
basis. They base this conclusion on the 
assumption that the partnership entity 
theory will be carried to its logical con- 
clusion but point out the present con- 
fused state of the partnership income 
tax law. 

The Cross Insurance Plan 
best and surest method, which 
any tax, beneficiary or other 
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J. W. Merritt Promoted to 
V. P. by Wisconsin National 





Matar 


W. J. W. MERRITT, CLU 


William J. W. Merritt, CLU, has been 
promoted to vice president of Wisconsin 
National Life in addition to his rank 
of agency director of the company. This 
is recognition of his fine performance 
since joining Wisconsin National in 
April, 1949, as agency director. 

Mr. Merritt has a background of 16 
years of life insurance and A. & H. 
experience with the emphasis on agency 
management and underwriting. Previ- 
ously he was connected with Continen- 
tal Assurance as assistant to the vice 
president in its eastern department and 
with the Guardian Life of America, both 
as a producer and in its home office 
agency department. 

A graduate of the Wharton School, 
University of Pennsylvania, Mr. Merritt 
was active in association work while in 
New York City. He served on the board 
of trustees of the Life Underwriters 
Association of New York as secretary 
of the New York Chapter, American 
Society of Chartered Life Underwriters. 
He is a graduate of the agency man- 
agement school of the Life Insurance 
\gency Management Association. 


Fraser Heads Round Table 


At a recent meeting of the Round 
Table, an informal group of leading life 
insurance general agents : New York, 
held at the Bankers Club, J. M. Fraser, 
general agent of the Connecticut Mu- 
tual Life was reelected head of the 
group for the fourth consecutive two- 
year period. 


Broadening Scope of 
Government Activity 


INSURANCE 


AFFECTING LIFE 





Robert L. Hogg, General Counsel of 
ALC, Speaker Before South Carolina 


Insurance Seminar 


The extent to which the life insurance 
business must interest itself in functions 
of the Federal Government today com- 
pared to past periods was discussed by 
Robert L. Hogg, executive vice president 
and general counsel of American Life 
Convention, before the life insurance 
seminar sponsored by the School of 
Business Administration of University 
of South Carolina in cooperation with 
South Carolina State Life Underwriters 
Association this week. 

There has been a change of policy in 
the life insurance business from limiting 
its interest to legislative matters, mostly 
taxation, and to developments affecting 
policyholders and beneficiaries, to an ag- 
gressive interest in legislative, admin- 
istrative and economic fields affecting 
the business. 

Touches All Business Life 

“Today the truism of what affects our 
economy—and this is our business life— 
is still true and government is doing 
more things that do affect it,’ said Mr. 
Hogg. “Every business activity is af- 
fected by legislative and administrative 
action. It makes little difference whether 
business is transacted by an individual 
or through a corporation. Where busi- 
ness is to be transacted by a corporation 
some agency will determine whether the 
activity can be carried on in that man- 
ner. Quite probably a particular cor- 
poration may not sell its stock, borrow 
money or declare a dividend without ad- 
ministrative sanction. What it pays its 
employes as well as its officers may be 
subject to the same situation. The same 
type of agency watches the hours of 
work, the purchase of material and. the 
conditions under which work is _ per- 
formed. Contracts for raw materials, 
their cost, as well as the manner and 
method of shipment are scrutinized. You 
may be told who and who cannot be 
officers and directors, as well as how 
you are to pay them. Care must be 
taken as to whom you sell as well as 
the terms of sale. You may or may not 
be able to buy out a competitor. You 
must carefully watch your contacts with 
competitors. What you can and cannot 
do in your relations with your employes 
is a chapter in itself. You may or may 
not know what your tax status is with- 
out a declaration from an administrative 
agency. Your good intentions are not 
a shield against trouble. Whether you 
know it or not, your action may embroil 
you with some administrative agency, 
possibly with ensuing criminal liability. 








A REWARD FOR THIS MAN 
Exceptional Opportunity as Group Sales Manager 


Expanding national organization with top reputation, already 
established in Group Insurance field, has unusual opportunity 
in sales management for college man, age 35-45. Should have 
group insurance management knowledge and sales experience. 


Some travel in connection with supervision of group field staff 


throughout the country. Liberal pension plan and extras. Your 
confidence respected. Write fully to Box 2058, The Eastern 
Underwriter, 41 Maiden Lane, New York 38, N. Y. 
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How many of these restrictions were 
there a generation ago? 

“The result is that many things pre- 
viously considered as of indirect inter- 
terest are now of real importance and 
receive aggressive attention. This is 
one of the two main reasons for the 
scope of our present Federal activities. 
The other reason which ties into the 
one just given arises from the solicitude 
government has taken in the individual. 
Commencing with the depression pres- 
sure arose to transfer to the Federal 
Government state responsibility for the 
care of the needy individual. This was 
a vital issue in the 71st and 72nd Con- 
gresses of 20 years ago. Since then we 
have gone from a policy of little or no 
Federal responsibility for the care of 
the individual to the present comprehen- 
sive welfare program. Twenty years 
ago there doubtless was reason for 
many states to seek Federal help to 
meet its obligations to its people, but 
I am sure that it was not originally 
intended to transfer the obligation itself 
permanently and indirectly to Wash- 
ington.” 

As an example of how the govern- 
ment has gotten into the life insurance 
business, Mr. Hogg said that at the 
end of 1952 the Social Security program 
alone will have approximately $250 bil- 
lion of insurance in force. There is 
also a proposal before Congress to re- 
establish National Service Life Insur- 
ance whereby in addition to the gratui- 
tous $10,000 death benefit there would 
he restored to those in the armed serv- 
ices the right to have NSLI as in for- 
mer years. 


League of Insurance Women 


Miss Mary McKeon, vice president of 
the League of Life Insurance Women, 
and life member of the Quarter-Million- 
Dollar-Round Table, who is with the 
Prudential Life Insurance Company of 
Newark, will be moderator at the League 
meeting, December 4, at 2:30 p.m. at 
the Hotel Statler. She will continue 
the work-shop sessions on_ practical 
sales problems. 
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White Plains, N. Y. 
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PETER B. 
MUTUAL TRUST LIFE 


Dividends on ORDINARY LIFE just increased 10% 


At Age 35 


Our 20-Year Net Cost is NOW $.63 per year per $1,000 


“Vothing Better i Life Buriiinimice . 


FLEMING AGENCY 
INSURANCE CO. 


Chicago, Illinois 














30 Church Street 
New York 7, N. Y. 
DL 4-7797 

















JOHN R. GOSNELL 


John R. Gosnell has been named assis- 
tant treasurer of the Massachusetts 
Protective Association and the Paul 
Revere Life. A graduate of Brown Uni- 
versity, Mr. Gosnell has been associated 
with the Massachusetts companies for 
the past five years. During World War 
II he served for four years as a Naval 
lieutenant in both the Atlantic and 
Pacific theaters. He is a native of Maine. 

Mr. Gosnell is president of the 
Shrewsbury (Mass.) Lions Club and a 
director and member of the finance 
committee of the Children’s Friend 
Society. 


Woodson D. C. Speaker 


The next meeting of the District of 
Columbia Life Underwriters Association 
will be held December 6, at the Na- 
tional Press Club. Speaker at this 
meeting will be Benjamin N. Woodson, 
CLU, managing director of the National 
Association of Life Underwriters and 
the subject of his talk will be “Power 
Selling.” 


Hear Harold N. Sloane 


Harold N. Sloane, CLU, general agent 
of Continental Assurance, New York, 
and vice president of the Life Under- 
writers Association of New York City, 
was guest speaker at the November 
meeting of the Scranton Association of 
Life Underwriters in Scranton, Pa. 
Arnold F. Beck presided. 
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Heads Baltimore Group 
Office of State Mutual 





Fabian Bachrach 
RICK O’SHEA 


State Mutual Life of Worcester, Mass., 
announces the appointment and _ pro- 
motion of Rick O’Shea as home office 
representative in charge of its Baltimore 
Group office. 

Mr. O'Shea received his B.A. degree 
from Holy Cross in June, 1949, and 
joined the State Mutual Group Divi- 
sion a month later. After an extensive 


training course in the home office, he 
spent several months on New York 
DBL solicitation work in the Buffalo 
area. In October, 1950, he was assigned 
to the State Mutual Baltimore Group 
office where he is now being placed in 
charge. 


Johnson Heads National’s 
Chicago Brokerage Agency 


H. F. Johnson, has been appointed 


general agent for the second general 
agency which the National Life of 


Vermont has just opened in Chicago. 

The first brokerage general agent of 
the company, the new agency will be 
operated from 208 S. LaSalle Street 
3uilding, Chicago. 

Mr. Johnson joined the National Life 
six years ago and was brokerage man- 
ager for the company prior to his pro- 
motion to general agent. His broker- 
age unit led all National Life agencies 
in new premiums in 50. 

Before joining the National Life Mr. 
Johnson was a promotional represen- 
tative for the Flitcraft Co., insurance 
publisher, for more than ten years. Dur- 
ing that association prior to military 
service, Mr. Johnson spoke at life in- 
surance agency meetings in all major 
cities throughout the country. An au- 
thority on settlement options in life 
insurance, he organized a manual on 
the subject which today is extensively 
used by life insurance men. 


Occidental Offices Move 


New locations for Occidental Life of 
California offices in Seattle, Washing- 
ton; and Washington, D. C., were an- 
nounced by Agency Vice President 
William B. Stannard. 

The Washington, D. C., branch office, 
under Manager William J. Haggerty, 
has moved to the Wyatt Building, Suite 
417, at 777 Fourteenth Street, N.W. 
Telephone number remains the same, 


District 2700. 


Seattle General Agent James B. 
Dodge, Jr., is now located in Room 428, 
Northgate Building, 1058 Northgate 


West Drive, Seattle, Washington. New 
phone for the office is Gladstone 2500. 








T. G. Vane Promoted 


Terence G. Vane, a representative of 
Mutual Benefit Life, Newark, has been 
promoted to the position of associate 
general agent of the company’s Bruce 
Parsons ‘Chicago agency. 

A graduate of the University of IIli- 
nois, Mr. Vane has been a large per- 
sonal producer during his life insurance 
career. In his first year with the Mu- 
tual Benefit Life, he led all the first 
year men in the company. He is cur- 
rently a member of the President’s Club 
—the honor group of the Mutual Benefit 
Life’s leading producers. 


MONTREAL LIFE BUILDING SITE 

Purchase of a Sherbrooke Street site 
for the erection of a new head office 
building for the Montreal Life was an- 
nounced by A. F. Earle, president. The 
building will be at the southwest cor- 
ner of Sherbrooke Street and Union 
Avenue in Montreal. 

Present plans call for the building to 
be erected within two years. It is ex- 
pected to be a modern, five-story struc- 
ture designed along the latest lines of 
advanced office planning. It will be con- 
structed so as to permit the addition 
of at least five more stories later. 















HEN typists were called 

“typewriters,” the work- 
ing girl was considered fit only 
for manual chores. Those dar- 
ing enough to offer advice were 
called brazen and their counsel 
derided as being based upon 
‘feminine intuition.” 

Today’s woman has earned 
her place in the business world. 
Her counsel is respected be- 
cause she has trained herself 
for success. Few will deny her 
great contribution to the Amer- 
ican way of life. 


THIS MAN CONTRIBUTES, ALSO 


The Mutual Benefit Life man 
also contributes much to our 
way of life. His job is family 
security. With the Analagraph, 
for example, he can forecast an 
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accurate picture of a family’s 
financial future. And recom- 
mend a plan which will make 
this future secure. 

Take business women. The 
Mutual Benefit man is not only 
able to offer them a sound finan- 
cial plan. Through the Mutual 
Benefit Life’s Special Business 
Insurance Plan, he can show 
them how to protect their busi- 
ness future, as well. 
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PROFESSIONAL STATURE 
IN HIS COMMUNITY 






Business and professional 
women and men regard the 
Mutual Benefit Life man as a 
professional man whose coun- ; 
sel safeguards their financial 
future. He has earned the right 
to this high regard. 
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Program of Institute 
Annual Meeting Here 

AT WALDORF-ASTORIA DEC. 13 

Speakers Include F. W. Hubbell, M. A. 


Linton, Edmund Fitzgerald, Holgar 
Johnson; Roy Larsen 








The annual meeting of Institute of 
Life Insurance will be held at Waldorf- 
Astoria, New York, Thursday, December 
13. A new feature this year will be a 
panel discussion of heart disease re- 
search by three medical research spe- 
cialists in that field: Dr. Frederick J. 
Stare, professor of nutrition, Harvard 
School of Public Health, Boston; Dr. 
Philip Handler, professor of biochemis- 
try and _ nutrition, Duke University 
School of Medicine, Durham, N. C.; and 
Dr. George E. Murphy of the Hospital 
of the Rockefeller Institute for Medical 
Research, New York. 

Frederick W. Hubbell, president of 
Equitable Life of Iowa, will open the 
meeting as chairman of the board of 
the Institute. The panel discussion on 
heart disease age arch will be followed 
by a talk by . Linton, preside at of 
Provident oat in his capacity as 
chairman of the Life Insurance Medical 
Research Fund, who will summarize the 
discussion. 

At the Institute luncheon Roy E. Lar- 
sen, president of Time, Inc., will 
on “The New Free Enterprisers.” 
lowing the luncheon there will be a 
business session and election of board 
members. Douglas L. Dunbar, Institute 
secretary will make a financial report 
followed by Arthur C. Daniels, Institute 
executive assistant who will give a re- 
bes of staff reports. 

Edmund Fitzgerald, president of 
Northwestern Mutual Life, will then be 
heard on: “The Thinking Behind the 
Cooperative Advertising Program.” Hol- 
gar J. Johnson, president of the Insti- 
tute will close with a talk on “Another 
Approach to the Public.” 


J. R. Barron Asst. Counsel 
Lincoln National Life 


James R. Barron has been named as- 
sistant counsel in the legal department 
of Lincoln — Life. A native of 
Iowa City, Iowa, and a graduate of the 
University of Iowa where he received 
the B.A., M.A., and J.D. degrees, Mr. 
Barron was assistant professor of law 
at the University of Kansas for two 
years where he taught Insurance Law. 

Immediately before going to Lincoln 
National Life, he spent a year at Co- 
lumbia University working on a special 
Fellowship and completed the residence 


requirements for the L.L.M. and J.S.D. 
degrees. While a student at the Uni- 
versity of Iowa, he was elected to Phi 
Beta Kappa; the Order of Coif, an hon- 
orary law organization; and to Phi 
Gamma Mu, a national honorary social 
science fraternity, and was graduated 
with honors. 

Manufacturers Life Reduces 


Its Immediate Annuity Rates 


The Manufacturers Life of Toronto 
has announced reductions in all cate- 
gories of single premium annuity rates. 


Reductions vary with age and plan—for 
example, there is a decrease of $79 in 
the premium per $10 of monthly income 
for a Cash Refund Annuity at age 65. 
aueatan on this reduction in the 
already low Manufacturers Life rates, 
G. L. Holmes, assistant general man- 
ager and actuary, said, “Although the 
general trend indicates that annuitants 
are living longer, which would in itself 
result in higher annuity premiums, im- 
proved interest earnings now make it 
possible to offer lower annuity rates. It 
seems to me that for the immediate fu- 


ture, the rise in interest rates is a 
more important element in immediate 
annuity premiums than the relatively 


slow decline in annuitant mortality.” 
The ‘new rates become effective .De- 
cember 1, 1951. 
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future questions, is the cross insurance 
plan. Each partner buys insurance on 
the lives of his partners but not on his 
ywwn life. As cited and for example, A 
and C apply for, pay for, own and are 
beneficiaries of policies on B. Should 

3 die the proceeds of this insurance are 
paid to A and C who use them to pur- 
chase their respective shares of B’s in- 
terest. At the same time and under the 
terms of the agreement, and C pur- 
chase from B’s estate the policies which 
B held on A and C’s lives. The price 
shou!d be the then cash value. 

“One may question an apparent un- 
fairness where, because of age discrep- 
ancy, the younger partner would be pay- 
ing a higher premium for insurance on 
his older partners’ lives. The fact re- 
mains that the premiums have been cal- 
culated on the basis of age and mor- 
tality statistics. In the normal course of 
events then, while the younger man may 
pay a somewhat higher premium on the 
insurance covering his older 
his chances of survival are better. 


partners, 


“Ownership of the policies should be 
held by the applicant who, of course, 
binds himself, in the buy and sell agree- 
ment, to pay the premiums and to take 
no action (borrowing against the loan 
value, for Eas in regard to such 
contracts which would jeopardize the 
funding of the agreement. 

“If the wife of the deceased B had 
been named as beneficiary of the con- 
tracts on B’s life owned by A and C, 
the executor and B’s personal creditors 
could rightfully complain. The executor 
could also refuse to transfer the busi- 
ness interest though directed to do 
so under B’s will. The wife might at- 
tempt to claim both the insurance and 
a share of the business interest. On the 
other hand, other heirs might tie up 
such payment to the wife on the theory 
the proceeds do represent payment for 
the business interest which should have 
gone to the estate and be distributed 
under the provisions of the will. Pay- 
ment directly to the wife of the de- 
ceased might well deprive the surviving 
partner or partners of claiming the in- 
surance proceeds as proper cost basis 
in later determination of capital gains. 
That happened in the Legallet case. 

“The proceeds should not be payable 
directly to the deceased’s estate. Such 
payment would leave the executor in 
possession of the title to the deceased’s 
business interest plus the insurance. It 
could possibly subject both the business 
interest and the insurance to estate 
taxation. It might affect the surviving 
partners’ cost basis of such business 
interest. 

“These then are some of the prob- 
lems that could be raised if the plan 
is not soundly devised, the financing not 
properly arranged. 

“Complicated arrangements make for 
misunderstanding and possible litigation. 
There is no need for such complicated 
arrangements. There is no place for 
avoidable litigation. Recall that the At- 
lantic Defense Pact affects the con- 
tinued existence of a partnership of na- 
tions—over three hundred and _ thirty 
million people—more than one-sixth of 


the world’s population. Yet the treaty 
contains only ten hundred and forty 
words put together in short, readily 
understandable language. Do likewise 
in business continuation agreements. 


Outline of Partnership Buy and Sell 
Agreement 


“The partnership buy and sell agree- 
ment will ordinarily contain clauses 
that cover: 

Purpose of the agreement; binding 
agreement to purchase and to sell; 
present share of whole business owned 
by each partner and proportionate share 
each is obligated to buy; method of 
valuation of each share now and pro- 
visions for current annual revaluation 
formula; valuation or formula for good 
will; method of funding the purchase 
price (insurance); amounts of such in- 
surance on each life; method of pur- 
chase (cross-insurance), including pre- 
mium payments, ownership and custody 
of policies. 


The Close Corporation 


“In 1945, it was reported there were 
over 421,000 active business corporations 
in the United States. It has also been 
estimated that of all these corporations 
only 30,000 have some stock in the hands 
of the public, with 20,000 of these firms 
having such a small amount of this 
outstanding stock in the hands of other 
than management they should be con- 
sidered as close corporations. Prentice- 
Hall estimates two-thirds of our cor- 
porations are close with ten or less 
stockholders. Consider, too, there are 
only about 2,000 corporations through- 
out the United States whose stock is so 
diversified it is listed on an exchange. 

“The close corporation is usually con- 
trolled by a small group of stockholders 
who actively participate in the manage- 
ment or operations of the business. It 
is not too much to expect, in many in- 
stances then, that salaries, dividends and 
the stockholdings will constitute the 
bulk of the estate of such persons. 

“Without a readily available market 
for such stock, these people and their 
families can face serious financial diffi- 
culties. The corporation, too, can suffer 
grave consequences. Heirs interested 
only in dividends—outside purchasers of 
the stock for a variety of ulterior mo- 
tives—loss of top management without 
adequate replacement—the future posi- 
tion of majority, minority, or equal 
stockholders, or of all such holders—the 
position of the estate in future business 
operations—the credit position of the 
corporation—its future competitive posi- 
tion. Such questions are of deep con- 
cern to management, its operating ner- 
sonnel, stockholders and heirs. Too little 
consideration is given to them in the 
present. Such lack of planning later 
rises to plague the business when it is 
too late to apply an adequate remedy. 


Essentials for Business Continuation 


“To assure the successful continuance 
of the close corporation with a manage- 
ment of harmonious stockholders, one 
of two things becomes necessary. Ar- 
rangements should be agreed on so on 
the death of a stockholder his shares 
will be purchased by the other stock- 
holders, or the corporation will purchase 
them to be held as treasury stock sub- 
ject to resale or be retired. Unless there 
is positive assurance, and who can so 
guarantee, that when this event occurs, 
the shareholders will have readily avail- 
able cash or the corporation will have 
sufficient surplus, we turn again to in- 
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surance to fund such arrangements. 

“A buy and sell agreement among the 
stockholders similar in substance to that 
of the partnership, funded by cross in- 
surance, is one means of accomplishing 
the objective. Since the agreement will 
include a fixed price per share or a for- 
mula for fair determination of its value, 
and since it binds all parties during life- 
time to a required first offer at the 
agreed price, and upon death to sell 
only to the others, the price agreed 
upon will, provided it represents a fair 
value, be accepted by the Bureau of 
Internal Revenue in determining the 
value of the estate for tax purposes. 

“The ‘two elements noted in_ this 
paragraph are essential though to such 
accepted valuation, Should the restric- 
tion on sale of the shares during life- 
time be omitted, the agreed valuation 
will not be accepted. Rather the fair 
market value at time of death will be 
the tax determinant. One buy and sell 
agreement provided for an agreed pur- 
chase price of $90 per share within six 
months after death. There was no pro- 
vision compelling either stockholder, 
should he wish to dispose of his shares 
during lifetime, to sell or first offer to 
sell to the other at the stipulated price. 
The Commissioner of Internal Revenue 
ruled the shares owned by the decedent 
must be included in his gross estate un- 
der Section 302 of the Revenue Act of 
1926 at their fair market value at the 
date of decedent’s death, which he had 
determined to be $120 per share. 

“The court, in upholding the Commis- 
sioner’s determination, pointed out that 
the decedent was free ‘up to the very 
moment of his death to sell or otherwise 
dispose of the shares for the best price 
obtainable. * * * Since the agreement 
between decedent and Jenkins did not 
pass to either of them any present 
rights or interest in the Shares owned 
by the other, but merely gave to each 
a right of claim to an interest in the 
shares which the other might own at 
his death, it was testamentary in char- 
acter.’ 

“When the option was binding during 
life, the cases support our conclusion. 


Neither need we fear the possibility of 
double taxation on the stock and on the 
insurance proceeds received provided we 
make certain our agreement is such that 
the intent and the binding agreement 
are readily determinable. 


Stock Retirement Plan 


“Particular state statutes, allowing 
corporations to purchase their own 
shares, should be checked by the attor- 
ney. The statute permitting, it may at 
times be more advantageous for the 
corporation to purchase and own the 
insurance policies with the proceeds to 
be used for stock retirement purposes. 
Various reasons for such arrangement 
suggest themselves: 

Income tax differentials in favor of 
the corporation as opposed to some of 
its stockholders; a larger group of 
stockholders than is ordinarily found in 
a typical close corporation which would 
make a _ stock purchase agreement 
among the stockholders on a cross in- 
surance plan cumbersome; a reasonable 
allocation of surplus to such purchases 
within the purview of Section 102 
I.R.C.; lack of available cash to pay 
premiums by certain stockholders. 

“Such an agreement to be valid must, 
of course, be made in good faith, not in 
fraud of creditors or other stockholders 
and the corporation must usually pur- 
chase its stock out of surplus.” 


C. W. Campbell Agency Tops 
Six Million in One Month 


During the thirty-day period ending 
November 16, $6,264,558 of Ordinary 
business was produced by Chas. W. 
Campbell and Associates, the Newark 
Ordinary agency of The Prudential. The 
activity was planned and_ promoted by 
the agency committee of the agency, 
E. Forrest Simpson, chairman. Ber- 
nard C. Lewis, Berkeley Heights, was 
individual leader, reporting sales ex- 
ceeding a quarter of a million dollars. 
The leading unit for the month was that 
of William L. Doney, assistant manager. 
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Massachusetts Mutual 
Has Reentered Texas 


DAVIS FAULKNER GEN’L AGENT 





Appointment for Houston First in Or- 
ganizing State; Vice Pres. Fischer, 
Kenneth Perry There 





Davis Faulkner, well known in Texas 
Life insurance circles for 26 years, has 
been appointed general agent for Massa- 
chusetts Mutual Life at Houston, ac- 
cording to an announcement by Vice 
President Charles H. Schaaff. The com- 
pany is reentering Texas after 44 years 





Arthur Johnson 
DAVIS FAULKNER 


and will establish sales and service agen- 
cies in Houston, Dallas, San Antonio, 
Fort Worth, and other key cities. 

To make initial contacts in these 
cities, Vice President Chester O. 
Fischer and Director of Agencies Ken- 
neth W. Perry are spending 10 days in 
Texas, beginning November 24. Mr. 
Perry has been assigned to explore agen- 
cy possibilities throughout the state. Mr. 
Fischer is well known in Texas, having 
had many associations with businessmen 
there while general agent for the com- 
pany at St. Louis and later while a di- 
rector of the U.S. Chamber of Com- 
merce. While in Dallas, Mr. Fischer 
will address the General Agents and 
Managers Association at a luncheon 
meeting on December 3, and on _ his 
return trip, he will speak before the 
St. Louis General Agents and Managers 
Association on December 4. 


Mr. Faulkner’s Background 


Mr. Faulkner first entered the life in- 
surance field in 1925. He was formerly 
associated with the American General 
Life of Houston, having served as sec- 
retary, agency director, executive vice 
president and director. He is a trustee 
of the Institute of Insurance Market- 
ing at Southern Methodist University 
and is a member of the Houston Life 
Underwriters Association, the Houston 
General Agents and Managers Associa- 
tion, and the Houston Chamber of Com- 
merce. 

A native of Austin, he attended Uni- 
versity of Texas and the South Texas 
School of Law. During World War II, 
he was a major in the Army. 

The Massachusetts Mutual at one 
time had offices in Houston and Dallas 
and withdrew from the state in 1907 
when the Robertson Law on investments 
went into effect. Although it has not 
written any business in the state since 
then, over 5% of the company’s funds 
invested in bonds and stocks are in 
Texas securities, the fourth largest 
amount in a single state, being exceed- 
ed only by the totals in New York, 
Pennsylvania and Illinois. 


Life Managers Ass’n of N. Y. 
To Honor Leroy A. Lincoln 


Leroy A. Lincoln, chairman, Metropol- 
itan Life and past president of Life 
Insurance Association of America, has 
been named guest of honor at annual 
dinner of Life Managers Association 
of Greater New York, Inc., president 
of which is John H. Evans, general 
agent, Home Life. Dinner will be in 
Sert Room of Waldorf-Astoria, Decem- 
ber 11. President Evans has appointed 
Harry Krueger, CLU, Northwestern 
Mutual, as chairman of the dinner, and 


Thomas L. O’Hara, Metropolitan Life, 
723 West 18lst Street, has been named 
in charge of publicity and seating ar- 
rangements. 

An unusually large number of life 
insurance company presidents and other 
home office executives plan to attend 
this dinner. Each year for the past 
several years the Association has made 
some individual guest of honor at this 
annual affair, including Harry Gardiner, 
Julian S. Myrick and Clarence Axman. 
The dinner will be preceded by a recep- 
tion in the West foyer of the Waldorf 
starting at 6.45 o’clock. Dinner will be 
served at 7.45 o'clock. 





Mutual Trust Increasing 


Its Dividend Scale 10% 


Mutual Trust Life, Chicago, is increas- 
ing its dividend scale 10% on all poli- 
cies with the exception of Term plans, 
single premium life, and annual premium 
retirement annuity. 

The 10% increase is effective for divi- 
dends payable during the year of 1952 
and the new dividend scale brings the 
net cost of the company’s Ordinary Life 


preferred risk policy (issued at age 35) 
down from $1.19 to $.63. 





Good Business For... 


Costs Surprisingly Little... 


The initial monthly premium is 75¢ per $1,000 of insurance... 


%& on a $100 loan repayable in 12 equal monthly install- 
ments, this represents a gross cost of 49¢... 


¥% the gross cost may be reduced by dividends and rate 
reductions based on the claims experience. 


GROUP CREDITOR LIFE INSURANCE... 


BANKS 


Creates Public Good Will... 


@ With the widow who might otherwise have to give up 
a needed car, furniture or a household appliance. 


@ With the co-maker or endorser who might otherwise 
have to pay the.outstanding balance of a note. 


@ For the policyholder who might otherwise have to make 


claim against an estate. 


TRUST COMPANIES 
EMPLOYEE CREDIT UNIONS 
FINANCE COMPANIES 
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Group offices are located in the following cities: 


ATLANTA CHICAGO LOS ANGELES 

BALTIMORE CINCINNATI MILWAUKEE 

BIRMINGHAM CLEVELAND NEWARK 

BOSTON DETROIT NEW YORK 

BUFFALO KANSAS CITY OKLAHOMA CITY 
PEORIA 


Springfield, Massachusetts 
Organized 1851 
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Seated Bincbeies to 
Retire at Year-end 


FIRM TO BE SALINGER & WAYNE 
Change in New York General Agency of 
Mutual Benefit; Dinner to 
Einstein Planned 


Lester Einstein, co-general agent of 
the Einstein, Salinger & Wayne, New 
York City agency of Mutual Benefit 
Life of Newark, N. J., will be honored 
by a company luncheon in January on 
his retirement from general agency 
duties on December 31. As of January 
1, 1952, the firm will be known as 
Salinger & Wayne. 

Mr. Einstein joined the Mutual Bene- 





Franklin Shops, Inc. 


LESTER EINSTEIN 


t Life in 1937 as an associate of the 
charles E. DeLong agency in New 
York. In 1940 the organization was 
changed and four separate agencies 
were set up in the city, and Mr. Ein- 
stein and Benjamin D. Salinger were 
appointed general agents. The new 
agency in two years received the Presi- 
dent’s Trophy “for best all-round agency 
performance during 1941.” Prior to his 
affiliation with the Mutual Benefit Life, 
Mr. Einstein had been in the life insur- 
ance field for 17 years. 

Mr. Einstein has been active in the 
Life Underwriters Association of New 
York City, the Midtown Managers As- 
sociation, the Supervisors Association 
and the Life Managers Association. He 
held at various times most of the top 
offices in the New York City Associa- 
tion. In 1945 Mr. Einstein was elected 
a charter director of the company’s Gen- 
eral Agents Association. 

In his community, Amityville, L. I, 
he is a member — the American Legion, 
the Masons, and a director of the Nas- 
sau County Glee Club. 


Careers of Salinger and Wayne 


Mr. Salinger, who will be co-general 
igent with Stanley R. Wayne, joined 
the company in 1935. He was a member 
of the DeLong organization until 1940 
when he was appointed general agent. 
Active in life insurance organization 
work, Mr. Salinger, who received his 


CLU designation in 1933, is past presi- 


Occidental Appointments 


Recent field assignments for Occiden- 
tal Life of California were announced 
by Agency Vice President William B. 
Stannard. 

Frank J. DeVore was appointed gen- 
eral agent in San Mateo, California. 
Mr. DeVore, first contracted with Occi- 
dental in 1940 has recently served as 
assistant manager in the San Francisco 
branch office. 

James L. Walsh has been appointed 
brokerage manager for the Louisville 
branch office. The new manager is a 
native of Louisville and a veteran of 
more than 15 years in the insurance 
field. 

The Cleveland branch office has a new 
assistant brokerage manager in Ralph 
B. Roach. Mr. Roach is a graduate of 
the Purdue University Life Insurance 
Marketing Institute and has been in 
insurance sales since 1948. 

Allen Cureton, a native of Texas, 
was appointed agency supervisor in the 
Dallas branch. He is a member of the 
Dallas Life Underwriters Association 
and js vice president of the Dallas Acci- 
— and Sickness Association. 

larry R. Neff has been moved from 
Pi Occidental agency in Fort Scott, 
Kansas, to the branch office in Omaha, 
where he will be agency supervisor. 


Iowa Department Actuary 

Marvin Van Cleve, formerly assistant 
actuary with American Mutual Life of 
Des Moines, has been appointed actuary 
with the Iowa Insurance Department. 
He succeeds Floyd Bash, who resigned 
to join the Farmers and Bankers Life 
Co. of Wichita, as actuary. Larry Klin- 
ger of Des Moines has been named as 
rating supervisor for the Iowa Depart- 
ment. 





dent of the New York Chapter of CLU, 
as well as past president of the New 
York City Life Underwriters Associa- 
tion, of which he is currently a di- 
rector. He is also a member of the 
General Committee of the New York 
State Life Underwriters Association. He 
was managing director of the Associa- 
tion’s “Bulletin” in 1935, and during his 
insurance career he has been active in 
life insurance education work. 

Mr. Wayne, whose home is in Wood- 
mere, Long Island, entered the life in- 
surance field in 1945 with the Mutual 
Benefit Life. Prior to that time he had 
served for three years in the Armv, and 
since 1933 he had practiced law in New 
York City. Early this year Mr. Wayne 
was appointed co-general agent with 
Messrs. Einstein and Salinger. 

Active in life insurance circles, Mr. 
Wayne received the Distinguished Serv- 
ice Certificate in 1948 for his work on 
the faculty of the New York City LUA 
Agents’ Qualification Training Course. 
In 1950 he taught with the Life Under- 
writing Training Council in New York. 
He is a chairman of the Association’s 
Law and Legislative Committee and a 
member of the Association’s Business 
Pract = Committee. He represented the 
New York State Association on a spe- 
cial committee sponsoring the Estate 
Tax Law which was passed by the legis- 
lature. Prior to entering management 
work, he was a member of the executive 
committee of the Board of Field Under- 
writers. 
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Occidental, Aetna Cited 
By L. A. City Council 


The Los Angeles City Council has 
passed a_ resolution citing Occidental 
Life of California and Aetna Life for 
the role the two firms played in financ- 
ing low rental homes and apartments 
for veterans and other citizens. 

The action culminated a long standing 
drive by the American Legion, and other 
agencies to provide reasonable cost liv- 
ing accommodations in comfortable and 
healthful environments. 

The council resolution also praised 
Walter H. Wilson and Fritz B. Burns 
for planning and pioneering the homes. 
Mr. Burns and George A. Merrill were 
named as the builders working with Oc- 
cidental and Aetna at the present time. 

Gilbert E. Morris, superintendent of 
building for the City of Los Angeles 
was commended for his initiative and 
constructive help in assisting efforts to 
materialize the housing units. 


Sets October Record 


E. Kirk McKinney, president, Jeffer- 
son National Life, Indianapolis, has writ- 
ten a personal letter of thanks to each 
member of that company’s field organi- 
zation who participated in establishing 
an all-time high in volume of new busi- 
ness written in his honor during Octo- 
ber. Since the inception of Jefferson 
National, October has been designated 
President’s Month in honor of Mr. Mc- 
Kinney’s birthday. This year the field 
organization honored President Mc- 
Kinney with more than $3,000,000 of new 
business—the biggest month in that 
company’s history! 


‘Idea’ Contest for Prospecting 

Robert Bickel, National Life of Vt., 
Cedar Rapids, Ia., won first place in 
the “idea” contest for prospecting at 
the fall meeting of the Iowa Quarter 
Million Dollar Club. Wilson Forker, 
Equitable of Iowa, Des Moines, won 
second place and Clem Svilow, Minne- 
sota Mutual, Des Moines, finished third. 
Roy L. Swarzman, Equitable of N. Y., 
Des Moines, was in charge of the con- 
test. 

About 85 members attended the fall 
meeting. The annual meeting and er 
tion of officers will be held in April < 
Des Moines. 


N. Y. Life Group Offices 


(Continued from Page 1) 


sales staff. District Group offices in- 
clude St. Louis, Thomas A. Repp; Kan- 
sas City, Wade Davenport; Des Moines, 
Kenneth Bangston; Denver, Carl Lewis; 
Dallas, John R. Maddock; and a sub- 
office in Houston with Richard Clayton 
in charge. 

Pacific Division, William F. L’Heu- 
reux, regional Group manager at San 
Francisco. Offices in this division are 
at San Francisco, Edler Anderson; Los 
Angeles, Everett Carthey; and Seattle, 
James R. Ashe. 

The Canadian Division is in charge 
of William R. Livingston, regional 
Group manager in Toronto. The Cana- 
dian offices and the men in charge are 
Montreal, Paul E. LeMay; Toronto, 
Thomas G. Lutton; and Vancouver, B. 
C., Arthur Physick. 
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Expense Hearings Under Way 


Organizations of Producers and Companies Both Present 
Briefs; NALU for Senate Print 2414 Introduced 
Last Year; Newspaper Story Causes Stir 


On Thursday of this week hearings 
with respect to the expense code of New 


York State—Section 213—were begun 

by the Joint Legislative Committee on 

Insutance Rates and Regulation. Chair- 

man James A McLain of the ALC- 

LIAA Joint Committee on Section 213 

presented his committee’s draft of a 

proposed bill which has as its objective 

modernization, clarification and_ sim- 
plification of the act. The hearings were 
held in the assembly hall of the Asso- 
ciation of the Bar of the City of New 

York in West Forty-fourth Street. 

Chairman of the legislative committee 
is Senator William F. Condon. Other 
members are Senators Seymour Hal- 
pern, Louis L. Friedman and Assembly- 
men William H. McKenzie, Thomas A. 
Dwyer and Edmund R. Lipton. Counsel 
of the committee is Paul L. Bleakley of 
Yonkers. 

Spokesmen for New York Department 
and Life Underwriters are scheduled to 
present statements and Gordon McKin- 
ney, former actuary, NALU and now 
vice president and actuary of Security 
Mutual Life, will also make a review 
statement. The CIO is also expected to 
give its views. Some individual compa- 
nies may also be heard. As some of the 
statements run many pages of typewrit- 
ing in length it is not known how long 
the legislative committee will sit. 
Discuss Newspaper Article at Institute 

Press Conference 

An article Monday night in the New 
York World-Telegram, which may also 
have been published in other papers 
of the Scripps-Howard chain, caused 
considerable comment as it made the 
statement that the revised act if it is 
passed by legislature will add millions 
of dollars to the cost of life insurance. 

Statement of James A McLain for 

Companies’ Committee 

A statement on behalf of Life Insur- 
ance Association of America and Amer- 
ican Life Convention was made by James 

McLain, president of Guardian Life 
and chairman of the companies’ joint 
committee, proposing an entirely new 
approach to the question of expense 
limitations by breaking it down into 
three divisions—compensation of solicit- 
ing agents, agency expense and general 
insurance expenses—and_ establishing 
separate limits for each. 

The recommendations were accompa- 
nied by the draft of a proposed bill the 
result of three years of study by the 
committee. Mr. McLain said that the 
proposed limits would make it possible 
for the small companies particularly to 
meet increased agency and home office 
expenses by providing additional allow- 
ances, over and above the basic limits 
for these expenses, that diminish as 
the volume of outstanding insurance in- 
creases. Beyond this, Mr. McLain said, 
the proposed changes would enable most 
companies to provide some increase in 
agents’ compensation and to maintain 
adequate plans of security benefits for 


agents. 
No Increase in Cost 

Mr. McLain said further: “There is 
nothing jn the new bill which would re- 
quire any increase in the cost of life 
insurance to policyholders nor is an 
increase inherent in its adoption. Com- 
petition alone will tend to discourage 
any voluntary increases. The record will 
show, moreover, that the companies 
regularly hold expenses well below the 
authorized maximums. As to increased 
expenses by the smaller companies, these 
may well be offset by increased volume 
and improved quality of Business.” 

In order that they may understand 
more fully the background of Section 
213 and the developments which have 
led the proposed revision of the bill, 
President Holgar J. Johnson of Institute 
of Life Insurance held a press confer- 


ence Tuesday at the Institute’s offices. 
To answer questions of the reporters 
he had also invited some of the experts 
of the business relative to the expense 
law section. They included Daniel 
Lyons, vice president, Guardian Life; 
George Davis and Eldon Wallingford 
of Life Insurance Association of Amer- 
ica; Roger B. Hull and Charles F. B. 
Richardson, Mutual Life. Reporters 
seemed most interested in knowing 
whether the World-Telegram story was 
accurate. The companies’ representa- 
tives did not think so. In response to a 
question Mr. Lyons said: 

“There are only two ways to increase 
the cost of insurance. One is to charge 
a larger premium and the other is by 
reducing dividends. I know no company 
which has either action under considera- 
tion.” 

While the original expense act in this 
state, Section 97, has been amended 
often since its original enactment the 
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only substantial revision came in 1929 
at which time it was geared to 1929 
economic conditions. The charge has 
been made that it is complex, discrimi- 
nates against smaller life companies and 
is not currently realistic. The McLain 
committee 


was created in December, 
1948, to study the present act, Section 
213. Since then there have been many 


meetings of the committee. 

During the concluding days of the 
last New York State legislature Senator 
Condon introduced a bill to revise Sec- 
tion 213, which Condon bill is known 
as Print 2414. It came in too late for 
consideration at that session. 

NALU Favors Condon Bill of 1950 

At hearing this week NALU read a 
brief of 60 pages, outlining its position 
in the expense limitation situation. This 
brief, which was read by Spencer L. 
McCarty, CLU, chairman of NALU 
Committee on Compensation, supports 
Senate Bill Print 2414. Also testifying 
for NALU was Benjamin N. Woodson, 


the association’s managing director, who 
spoke specifically “on the possible negli- 
gible increase in cost of insurance to 
the public” if the proposed bil! were 
adopted, and Henry J. Pierce, Indian- 
apolis, who gave viewpoint of difficulties 
confronting the agent in matters of 
business expenses. 

Outlining what it called advantages 
of 1950 Senate Print 2414 Chairman 
McCarty stressed its understandability ; 
dealing alike with companies operating 
under general agency and managerial 
systems; treatment of agents whether 
in branches or general agents without 
being influenced; definite and clearly 
stated maximum scale of commissions 
stated; provides for “modest apprentice- 
ship allowances for new agents”; makes 
optional for company to provide security 
benefits in limited amounts without re- 
duction of the stipulated commission 
scale. 

The NALU brief said that the present 

(Continued on Page 12) 











only $21.80 a month after that. 


HOME OFFICE 
NEWARK, N. J. 


Prudential Security Plans Sell Because They Serve 





Jack O’Keefe says, “I thought $10,000 of life insurance was out of the question 
for me. I was just getting started in the roofing business.” 

But Jack’s Prudential man told him about the “Modified 5” plan. He showed 
Jack that, during the first five years, his premiums would be 50% 
later years—that even the higher 6th year premium would be less than the 
rate for most participating Whole Life policies at the attained age. At age 28 
this valuable protection costs Jack $10.90 a month during the first five years— 
Dividends will reduce these costs further. 


The “Mod 5” is just as good a buy at other ages too. It’s easy to sell because 
your prospects can afford it now. 


The above facts are based on an actual case, 
but of course true identities are not given. 


THE PRUDENTIAL INSURANCE COMPANY OF AMERICA 


A mutual life insurance company 


WESTERN HOME OFFICE 
LOS ANGELES, CALIF. 


less than in 


CANADIAN HEAD OFFICE 
TORONTO, ONT. 
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James B. Slimmon President 


Of Hartford Hospital 





JAMES B. SLIMMON 


James B. Slimmon, vice president and 
secretary, Aetna Life, and also an officer 
of other companies in Aetna Affiliated 
Companies, has been elected president 
of Hartford Hospital. Peter M. Fraser, 
president, Connecticut Mutual, has been 
made a director of the hospital, and 
Arthur M. Collens, former head of 
Phoenix Mutual Life, has been made an 
honorary director. 

Mr. Slimmon is a graduate of Hotch- 
kiss School and of Sheffield Scientific 
School, Yale University. His first insur- 
ance experience was with the Phoenix, 
and after two years there he joined the 
Aetna in 1919; was elected assistant 
secretary in 1924, secretary the next 
vear, and secretary and vice president 
in 1938. He was a member of -the fa- 
mous Hartford Troop B on the Mexican 
border and in the first World War was 
in the air service. 


M. R. Gooderham Dead at 74 


Melville Ross Gooderham, president, 
Manufacturers Life and an uncle of 
Dean Acheson, United States Secretary 
of State, died in a Toronto hospital 
last Sunday at age of 74. Mr. Gooder- 
ham, who was born in Toronto and 
has served as president of the company 
since 1935, had been in ill health for 
several years. He was also a director 
of the Canada Permanent Trust Co. 
and the Consumers Gas Co. 

A graduate of Osgoode Hall, he was 
a member of the law firm of Gooderham, 
Martin & Co. His father, George Good- 
erham, was the second president of 
Manufacturers Life. 

Mr. Gooderham is survived by two 
daughters, Mrs. kK. I. G. Drope and 
Mrs. W. G. Grant, both of Toronto. 
His wife, the former Charlotte Wheeler 
Taylor, died in 1943. 


Central Life’s Plans for 
New Building Delayed 


Plans of the Central Life Assurance 
Society to construct a $2,250,000 home 
office building in Des Moines have been 
delayed, at least temporarily, by refusal 
of the National Production Authority to 
allocate the necessary materials. 

The insurance company originally had 
secured approval of the state executive 
council to spend eight million dollars 
out of its reserve funds for a new build- 
ing. The company had asked NPA for 
allotment of materials during the fourth 
quarter of 1951. The NPA officials, in 
disapproving the application, pointed out 
that denial of the project for the fourth 
quarter, did not constitute final denial, 
but merely a deferral of the project. 


Prudential Anniversaries 
Five district managers and one agency 
manager in field offices of The Pruden- 
tial observed anniversaries of 25 to 35 
years with the company this month. 
Martin J. Slominski, manager of the 
3uffalo No. 4 district office, Saul S. 
Vort, head of Prudential’s Manhattan, 
N. Y., agency, and Walter Weis, dis- 
trict manager at Patchogue, L. I., are all 
veterans of 35 years with the company. 
Mr. Slominski has held his present post 
for almost 19 years, while the other 
two are more recent appointees, Mr. 
Vort having assumed managerial duties 
in 1950 and Mr. Weis in 1948. 
Theodore A. Derrenbacker, who has 
headed Prudential’s Syracuse No. 2 dis- 
trict for over 13 years, has spent his 
entire 30-year career in New York 
State. : 
Celebrating a quarter century of serv- 
ice are Edward L. Cassidy, district 
manager at Worcester, Mass., and Wal- 
lace A. Doubleday, who heads the com- 
pany’s Woodside, N. Y., district. Mr. 
Cassidy spent several years in Connecti- 
cut field offices before coming to Wor- 
cester, while Mr. Doubleday received 
his early training in his native Brook- 
lyn. 
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Rhode Island Sales Event 


About 175 members of the Rhode 
Island Association of Life Underwrit- 
ers attended the fourth annual sales con- 
gress at Johnsons Hummocks recently. 
Speakers at the one-day conference in- 
cluded Anthony J. King, general agent, 
John Hancock Mutual, who spoke on 
the “Formula for Successful Selling,” 
and Halsey D. Josephson, general agent, 
Connecticut Mutual, New York,’ who 
spoke on “Selling Takes Thinking.” 

The sales congress was sponsored by 
the Life Underwriters Association of 
Greater Providence, the Newport Asso- 
ciation of Life Underwriters and the 
division of general college extension, 
University of Rhode Island. 











With 108 modern, saleable Adult and Juvenile Plans, Riders and 





Coverages the Berkshire Life line is bigger, better and more 


complete than ever before! 


Catalogued in our Merchandise Chart and Portfolio of Cover- 
ages you'll find such sales-producers as the “Progressive Security 
Plan” which is typical of the many attractive contracts in our 


‘better-than-ever’ line. 


PROGRESSIVE SECURITY PLAN 


Ultimate Age 1 — Ages of Issue 0 to 14 inclusive (Not available in New 
York State below Issue Age 5; however, Ultimate Age 5 — Return Premium 
is available Ages 0 to 4). 









































Five Times Monthly Income 
Basic Sum for Life 
$25,000. $125.00 
iy 120 Months) 
AE Certain 
Ae 4 
Ae , s 
A~As ; EACH DOLLAR PUT IN PLAN 
4 YIELDS A RETURN 
Basic Sum - “ p /\ i NG) ae an ©) 6 
$5,000. , “r” 
AGE AGE AGE 
ad Level Premium to Age 65 
ee RNS 
Illustration — Five units — based on Age 5 Male 
Annual Premium $266.75 
Guaranteed Cash Value at Age 65 $20,300.00 
Dividend* Accumulations at Age 65 12,454.25 
Total $32,754.25 
Total Premiums to Age 65 . J 
Excess Over Cost $16,749.25 


®The dividends in this illustration are neither estimated nor guaranteed, but 
are computed on the same basis as the scale of dividends in effect on the 
date of this illustration (July 1, 1951 Basis). Similarly, the interest rate 
assumed is that currently allowed on such accumulations, 






Pittsburgh General Agent 
For Massachusetts Mutual 


J. DONALD CANNON 


Massachusetts Mutual Life has ap- 
pointed J. Donald Cannon general agent 
at Pittsburgh. He succeeds Charles W. 
Hall, who recently resigned to devote 
his time to personal sales and service 
work for the company in Orlando, Fla. 

Mr. Cannon has been Pittsburgh dis- 
trict Group manager for the company 
since January, 1949, and in the life in- 
surance field since 1933. Graduate of the 
Life Insurance Agency Management As- 
sociation School in 1948, he is a member 
of the National Association of Life Un- 
derwriters, the Pittsburgh Supervisors 
Club, and Pittsburgh Chamber of Com- 
merce. 

During World War II, he served in 
the Army Counter Intelligence Corps 
spending 23 months in Europe. He re- 
ceived a citation from General of the 
Army Dwight D. Eisenhower for ap- 
prehension of nine German saboteurs. 
Mr. Cannon, who is descended from 
one of the oldest families in Pittsburgh, 
attended Carnegie Institute of Tech- 
nology, and University of Pittsburgh. 

The new Pittsburgh general agent was 
honored at a reception at the Duquesne 
Club by business associates and insur- 
ance men on November 20. The home 
office was represented by Superintendent 
of Agencies Douglass N. Ellis and Di- 
rector of Group Sales George W. 
Steinbach. 


T. M. Scott Anniversary 

Thomas M. Scott, of Penn Mutual 
Life’s Joseph H. Reese Agency in Phila- 
delphia, recently celebrated his 45th an- 
niversary with the agency. During that 
period he has placed more than $50,- 
000,000 of life insurance protection. For 
a period of 13 years he was the leading 
producer of the Penn Mutual, and has 
produced at least $20,000 a month for 
237 consecutive months. 

Mr. Scott is past president of the 
Philadelphia Association, of the Phila- 
delphia Life Insurance and Trust Coun- 
cil, and a past vice president of the 
National Association of Life Underwrit- 
ters. He is also a past chairman of the 
Million Dollar Round Table. 
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Mutual Life Dividends 

Dividends totaling $20,790,000 will be 
paid in 1952 to more than 1,000,000 poli- 
cyholders of Mutual Life of New York, 
according to action taken by the com- 
pany’s board of trustees. The payments 
were approved tentatively by the board, 
but the action is subject to final ap- 
proval by the trustees at a meeting in 
January. ; : 

The amount set aside for 1952 divi- 
dends is $690,000 greater than this year’s 
dividends. Since 1945 the company has 
increased its dividends by more than 
44% or about $6,390,000. 

Louis W. Dawson, president, said that 
the 1952 dividend scale will be the same 
as for 1951, and that the increase in 
total payments next year will reflect 
chiefly the higher values of existing Hfe 
insurance policies and the greater 
amount of life insurance in force with 
the company. 


LOMA Volume IV Complete 


Frank L. Rowland, managing director 
of Life Office Management Association, 
has announced that Volume IV of the 
Association’s series “Introduction to 
Life Insurance” is now ready for dis- 
tribution. This text completes the series 
begun four years ago for LOMA by 
J. B. Maclean, well-known life insur- 
ance authority, formerly vice president 
and actuary of Mutual Life of New 
York, and a past president of the Ac- 
tuarial Society of America. Mr. 
Maclean's college text, “Life Insurance,” 
published by McGraw-Hill Book Co., is 
now in its seventh edition. 

“Introduction to Life Insurance,” 
Volumes I, II, Ill and IV, consolidate 
the study requirements of the LOMA 
Institute’s Examinations 1, 2, 3 and 4, 
respectively. Each book is. written with 
the new life insurance employe in mind. 
Subject matter is treated in a_ simple 
fashion without sacrificing completeness 
or accuracy. The set provides a sound 
understanding of the theory and appli- 
cation of life insurance principles, as 
well as a knowledge of the relationships 
of all major departments of a life in- 
surance company. Jn addition, the 
series constitutes a highly up-to-date 
reference work in life insurance. Final 
manuscript of Volume IV was even de- 
layed several months in order that its 
chapter on the annual statement might 
include a discussion of the Convention 
Blank that was approved only this past 
June. 

In talking about Mr. 
work, Mr. Rowland remarked that the 
LOMA had long recognized the need 
for a set of textbooks in non-actuarial 
language and in a style that would ap- 
peal to persons with little or no life 
insurance background. Men and women 
who take the Institute’s beginning ex- 
aminations are usually recent high 
school graduates and, through the years, 
some of these students have been dis- 
couraged by the technical treatment 
common in life insurance textbooks. In 
this four-volume work, the association 
has a set of books specifically designed 
for newcomers in the life insurance 
business. 

Mr. Rowland expressed appreciation 
of the valuable assistance that mem- 
bers of the LOMA Educational Council 
had rendered Mr. Maclean while he was 
preparing manuscript for “Introduction 
to Life Insurance.” During the four 
years that the work was in process, the 
Council chairmen were Lloyd K. Crip- 


Maclean’s new 


pen, vice president and actuary, Acacia 
mutual, and R. C. Kneil, vice president, 
Reliance Life. Practically every mem- 


ber of the council participated in the 
development of the = series, primarily 
as members of one of the four review 
committees. 

The Life Insurance Institute of Can- 
ada also contributed to the completeness 
of the new LOMA texts. Executives of 
Canadian companies reviewed the four 
volumes, in order to make sure that 
their contents were applicable to life 
insurance practices in Canada as well 
as in the United States. 


Superintendent Group Dept. 
For Pacific Mutual Life 





5 CURRIER 


CHARLES 


- 

Superintendent in Pacific Mutual 
Life’s home office Group department is 
Charles Currier as reported in The 
Eastern Underwriter last week. Mr. 
Currier has been regional Group super- 
visor for the Midwest territory with 
offices in Kansas City. 


October Sales Down 12% 


Life insurance purchases in the United 
States in October showed a decrease of 
12% from the volume in the correspond- 
ing month of last year, it was reported 
by the Life Insurance ‘Agency Manage- 
ment Association, though Ordinary in- 
surance purchases increased 11% to the 
largest month’s total this year. The to- 
tal of all types in October was $2,283,- 
€00,000 compared with $2,595,000,000 in 
October of last year. 

Purchases of Ordinary life insurance 
in October were $1,557,000,000 compared 
with $1,406,000,000 a year ago and $1,- 
189,000,000 in October of 1949. 

Industrial life insurance bought in Oc- 
tober amounted to $481,000,000, a de- 
crease of 4% from the corresponding 
month last year, 

New Group life insurance amounted 
to $245,000,000 in October, a decrease of 
64% from October a year ago, reflect- 
ing the effects of the wage freeze which 
involved fringe benefits. These repre- 
sent new groups set up and do not in- 
clude additions under Group insurance 
contracts already in force. 

In the first ten months of the year 
total life insurance purchases were 
$22,506,000,000, a decrease of 3% from 
the first ten months of 1950, but 21% 
over the like months of 1949. Ordinary 
life insurance bought accounted for $14,- 
505,000,000, an increase of 3% over last 
year. Industrial life insurance purchases 
represented $4,525,000,000 of this year’s 
ten-month total, a decrease*of 1% from 
last year, while new Group life insur- 
ance amounted to $3,476,000,000, a de- 
cline of 25% 












U.S, URE... 


a Better Life to Live! 


The Red Cross is engaged in a program to train 


20,000,000 people in First Aid work ...a front line 
force to abate the consequences of flood, fire, famine, 


hurricane and other unpredictable disasters. 


The job is great. The need is urgent. Now, as never 
before, is the time to support these worthwhile ac- 
tivities by giving to the Red Cross! Now is the time 


to develop the natural strength that is a bulwark 


against disaster. There’s nothing like it on earth... 
Nothing like the United States of America, either. 


xk & 


Life Insurance agents have a part in helping the American 


people to keep U.S. Life... 


A Better Life to Live! 


Agents will be interested in the selling opportunities pre- 
sented by United States Life’s complete policy coverage. 


Ask about our Centennial Income Policy. 





United States Life 
INSURANCE COMPANY 
IN THE CITY of NEW YORK 


84 WILLIAM ST., NEW YORK 38, N.Y. 









HERMAN REINIS 
Brooklyn General Agent 
The Manhattan Life 


(Founded 1850) 
50 Court St. MAin 4-7951-2-3 

















W. J. Adams Made Assistant 
To Canada Life President 





W. J. 


ADAMS 


WwW. F. F.S.A., 
pointed assistant to the president and 
Life, 
associated 


Adams, has been ap- 


Canada with which 


been 


secretary of 
company he has since 
1925. He appointed 
1946. 

Mr. Adams president of Life 
Office Management Association in 1949- 
years he has been inter- 
Institute of 


was secretary in 


Was 


50. For many 
ested in the Life Insurance 
Canada and has just completed his term 
He qualified for his Fel- 
Actuaries 


as president. 
Society of 
America) in 


lowship in the 
(then Actuarial Society of 
1936. later he was ap- 
pointed mathematician of Canada Life 
and in 1941 was made Comptroller. In 
1943 he became associate secretary and 
comptroller, and secretary in 1946. 

Mr. Adams is the skipper of his Maple 
Leaf Class yacht named “Pelican,” 
which is Canada Life’s insignia. He was 
Fleet captain of the Royal Canadian 
Yacht Club, Toronto, in 1950. He is a 
past president of the Shellbacks Club, a 
local association of yachtsmen. 


Three years 


Baltimore Life Honors 


Chambersburg, Pa., Office 


In its current series of “salutes” to 
the towns in which it is represented, 
Baltimore Life has honored Chambers- 
burg, Pa. as part of its local public 
relations efforts. 

During the month-long program, Man- 
ager &. Mohler managed a series 
of promotions, including newspaper and 
radio advertising, window display and di- 
rect mail inserts. Featured in this 
promotion was a salon photograph of 
the famous log-cabin birthplace of 
James Buchanan, 15th president of the 
United States. This picture was espe- 
cially taken by A. Aubrey Bodine, inter- 
nationally famous photographer, who has 
been making Baltimore Life advertising 
pictures for the past five years. 

Large prints (10x13) of the picture, 
printed by -fine process gravure, were 
distributed upon request, to more than 
1,200 interested folks of Chambersburg. 
Framed copies of the Buchanan photo- 
graph were also presented to a number 
of schools and libraries in the area. 
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Wage Panel for Higher 

Agents’ Commissions 
STATES 
Tripartite Recommendation to Wage 


Stabilization Board Finds Agents’ 
Status “Different” 


WHEN APPROVED BY 








Washington—A recommendation for 
approval of wage increases for life in- 


surance agents paid wholly or in part 


by commissions was issued last week 
by a tripartite panel of the Wage 
Stabilization Board. 


The panel-‘approved wage increases, 
where the raises have been approved 
previously by the State Insurance De- 
partment, and unless the board should 
determine that pay adjustments are un- 
stabilizing, by a vote of five to one. 

The panel in its report said it had 
“received a great deal of information 
pertaining to life insurance agents and 
to the fact that their method of com- 
mission compensation differs  signifi- 
cantly from what might be regarded 
aS’normal commission methods of wage 
payment.” The report said, “it was also 
poitited out to the panel that frequently 
the’sactual commission rates paid on 
certain types of life insurance are con- 
trolled by state regulatory bodies and 
that in practically every case the total 
cost to the insurance company of ac- 
quisition is controlled by such bodies.” 


N. Y. Law Affects Two-thirds Business 


The panel noted that the New York 
insurance law, alone, has a regulatory 
effect on “approximately two-thirds of 
the insurance placed in the United 
States,” and for these and other rea- 
sons and “in view of the special prob- 
lems and in view of the fact that there 
are substantial controls the panel feels 
justified in recommending a somewhat 
different policy for life insurance 
agents.” 

Aside from recommending approval 
of wage increases that are not “unstabil- 
izing” and have been approved by State 
Insurance Departments, the panel also 
recommended that other petitions for 
pay raises be approved when the “ad- 
justments” are in accordance with the 
principles of the wage. stabilization 
program. 


Procedure Suggested 


The panel went on, “to assure proper 
analysis and consideration, the panel 
further recommends that such _ cases 
shall be handled in the board’s Wash- 
ington office. It further recommends 
that they be analyzed by a specialized 
group of analysts who are fully trained 
in the intricacies of the problems and 
that when considered by the board’s 
review committee, that committee shall 
consult with an advisory committee of 
an equal number of labor and manage- 
ment representatives of the life insur- 
ance industry appointed by the board.” 

The lone member of the panel voting 
against the recommendations as to life 
insurance salesman was one of the two 
representing labor, Ray McCall of the 
AFL Teamsters Union. 

The panel’s recommendations must, of 
course, be approved by the full Wage 
Board prior to submission to the Di- 
rector of Economic Stabilization for 
approval. In this connection, it might 
be noted that another set of recom- 
mendations covering commission work- 
ers is already waiting action by the 
director. This study was carried on by 
the Salary Stabilization Board. 

The Wage Stabilization Board panel 
study applied only to those agents who 
are organized in unions for collective 
bargaining purposes, principally sales- 
men of industrial policies. The Salary 
Stabilization Board panel report will 
cover the vast majority of insurance 
salesmen. The recommendations have 
not been made public, but have been 
lying on the desk of Eric Johnston, out- 
going ESA chief, waiting to be com- 
pared with and perhaps reconciled with 
the Wage panel report. 























L. to R.—R. E. Pille, H. P. Anderson, H. S. McConachie, E. A. Phillips, A. E. Wall. 


H. S. McConachie, new president of Life Insurance Agency Management Asso- 
ciation, is shown in the accompanying picture, taken at the recent meeting of 
AMA in Chicago, with newly-elected members of the board of directors. They are 
Richard E. Pille, Mutual Benefit; H. P. Anderson, Life Insurance Co. of Virginia; 
Edwin A. Phillips, Standard of Oregon, and A. E. Wall, Confederation Life. Mr. 
McConachie is vice president of the American Mutual of Des Moines. 





. M. SMITH ANNIVERSARY 

W. Merle Smith, manager of the Buf- 
falo agency of the Mutual Life of New 
York, recently observed his 30th anni- 
versary with the company. Mr. Smith 
joined Mutual Life in 1921 as a field 
underwriter in Elmira, N. Y. He was 
promoted to his present position in 1930. 
Mr. Smith is president of the New York 
State Association of Life Underwriters. 


MARKS 25TH ANNIVERSARY 
Clyde O. Braden, Equitable Society, 
Independence, Kan., a past president 


of the Kansas Life Underwriters was 
honored recently on his 25th anniver- 
sary by eleven of his associates and 
Associate Agency Manager E. Ned 
Embry, Wichita and District Manager 
Tom H. Mosier. 


CHARLES M. CARTWRIGHT DEAD 

Charles M. Cartwright, for years 
editor of The National Underwriter, 
died Wednesday night. 
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defense-supported activities. 








Insurance Helps 
Nation's Defense Effort 
It is a matter of pride to life insurance agents that the nation’s 


defense effort is being aided this year by a total of about $3,500,000,000 
in loans made by life insurance companies to defense industries or to 





The Institute of Life Insurance, authority for this statement, says 
that in keeping with the usual policy of directing new funds into 
channels where they may be the most useful for the nation’s economy, 
life insurance companies are investing their funds so as to meet the 
capital needs of the preparedness program. “This is in line with the 
voluntary credit restraint program under which defense needs have 
precedence over all other elements in the economy,” says Holgar J. 
Johnson, president of the Institute. 


Over $1,000,000,000 has been loaned to defense plants which 
amount may be doubled by the year-end. In addition, loans to utility 
companies and railroads—basically involved in all defense activities— 
have topped $800,000,000. And a considerable volume ($100,000,000) 
of defense loans has also been extended to small businesses by the life 
insurance companies through the medium of mortgages and through 
investment in real estate for defense use. 


This is part of the record of life insurance which enhances the 
dramatic story of “Life Insurance in Action.” 


WILLIS F. McCMARTIN, General Agent 
AND ASSOCIATES 
THE NORTHWESTERN MUTUAL LIFE INSURANCE CO. 


285 MADISON AVE., NEW YORK 17 
ORegon 9-5110 
Home Office — Milwaukee, Wisconsin 





Agents’ Union Breaks Off 
Talks With The Prudential 


Negotiations between The Prudential 
Insurance Co. of America and the In- 


surance Agents’ International Union 
(AFL) on a new contract covering some 
15,000 of its district agents in 35 states 
and the District of Columbia were dis- 
continued after failure to reach an ac- 
cord. The union had terminated the 
existing contract effective December 1, 
and has threatened a strike if its de- 
mands are not met. 

The break-off came after union offi- 
cials told company representatives that 
they could see no useful purpose in 
prolonging the talks if The Prudential 
was unwilling to meet its demands. It 
was the second time the conferences, 
which began October 1, had been sus- 
pended. The union broke off discussions 
on October 19. Talks were resumed 
November 15 with a representative of 
the Federal Mediation and Conciliation 
Service participating. 

The union had originally demanded 
increases totaling $64,000,000 per year, 
later reduced them to $35,000,000 (about 
$45 weekly increase per agent) and 
finally said it would call a strike if 
Prudential did not substantially improve 
its offer. 

Prudential offered higher commission 
rates, which would mean $3.45 weekly 
for the average agent. In addition, it 
offered to change the present retire- 
ment plan to a non-contributory basis 
effective last January 1. This would 
relieve the average agent of a weekly 
contribution of $3.14 and would result 
in a $150 average lump sum refund of 
this year’s contributions. 

“We sincerely hope that none of our 
agents will be led into a strike based 
on such unreasonable grounds,” the 
company said. “Our district agents are 
among the best compensated in the 
entire industry, receiving an average 
of over $110 weekly in cash earnings 
and company-paid welfare _ benefits. 
Some earn $10,000 or more per year.” 


Hearing On Sec. 213 


(Continued from Page 9) 


Section 213 is an unreasonable limitation 
upon earnings of the agent “and relief 
under the law is needed, justified and 
long overdue.” It said that Print 2414 
while still imposing lower compensation 
limits than in any of the other 48 states 
and while affording but small increases 
to the agent, is nevertheless a workable 
compromise “and will serve well the in- 
terests of the public, the life insurance 
companies and the field underwriter.” 
More Extended Coverage Next Week 

In next week’s paper a more extended 
report of the hearings of the legislative 
committee will be published, including 
recommendations for new legislation of 
ALC-LIAA Joint Committee and sum- 
mary of brief by Chairman McLain of 
that committee, together with views of 
other speakers. 


Penn Mutual Names Hagen 


General Agent at Spokane 
William D. Hagen has been appoint- 
ed general agent for the Penn Mutual 
Life in Spokane, it is announced by D. 
Bobb Slattery, Vice President and Su- 
perintendent of Agencies. Mr. Hagen 
succeeds Clark P. Erwin, who has given 
up his managerial responsibilities but 
will continue in personal production with 
the agency. 

Mr. Hagen is a native of North Da- 
kota but studied at the University of 
Southern California and at San Diego 
State. He was two years in the con- 
struction department of Metro-Goldwyn- 
Mayer at Los Angeles and then joined 
the United States Marine Corps for 
seven years, seeing active service in the 
Pacific area. He left the Japan Occu- 
pation Forces as a staff sergeant and 
joined the Penn Mutual’s George C. 
Howard Agency in San Diego. 
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E. J. Moorhead Stresses 
Importance of Agent 

SAN FRANCISCO ASS’N TALK 

United States Life Official Says Each 


Individual Agent Should Have a 
Purpose in His Job 





“Eighteen Nineteen Twenty” was the 
title of an address presented to the San 
Francisco Life Underwriters Association 
by E. J. Moorhead, executive vice presi- 
dent, United States Life. The talk pre- 
sented at the underwriting group’s 
recent monthly luncheon meeting dealt 
with the unchanging importance of the 
individual agent in the framework of 
the life insurance business, the charac- 
teristics he needs for success, and the 
people’s evergrowing need for his serv- 
ices. 

Speculating on the chain of events 
that brought each of his audience of 
life underwriters into life insurance, Mr. 
Moorhead concluded that, however, each 
began, a common element was the 
search for happiness. He pointed out 
that individual happiness is not static, 
but comes from “. . . making progress 
toward things we very much want.” 

Each individual life insurance agent, 
therefore, should have a purpose in his 
job, which can either come from within 
or be kindled by example and leadership, 
which is the job of the general agent. 


Job Constantly Changing 


commented to the 
agents: “Your job cannot be defined 
once and for all, because it is con- 
stantly changing. Compared to twenty 
years ago there have been changes in 
your job stemming from two separate 
sources: man’s altered thinking and 
needs, and differences in the instruments 
and services life insurance has devised.” 

Longevity and size of. family, the 
character of our economy, the great ac- 
tivity of the tax collector and govern- 
ment paternalism were cited as_ in- 
stances of the first kind of change. 
Changes within the life insurance busi- 
ness mentioned were the improved sta- 
bility of companies, increased use of 
programming methods, the prevalence 
of mass seiling and new concepts of 
quality business. 

“The point is,” said Mr. Moorhead, 
“that the agent who has seen these 
changes coming has been able either to 
capitalize on them or to circumvent or 
overcome them if they loom as_ ob- 
stacles in his path. 

“The agent himself has changed too, 
but there are still many unchanged basic 
needs for success that the life insurance 
agent must strive to meet.” Mr. Moor- 
head mentioned eleven of these, among 
them the needs for picking the right 
market, intimate knowledge of life in- 
surance, the capacity to get along with 
people, the ability to keep at the job, 
and constant training. 

“A most important need for today 
is the need for each of us to do our 
bit to help maintain the framework 
within which our services can success- 
fully be offered and accepted.” Mr. 
Moorhead cited inflation and govern- 
ment encroachment as two dangers 
threatening the structure of the insur- 
ance business. 

Finally, the study of mankind—indi- 
vidually and en masse—was commended 
to the agents by Moorhead. Only by 
keeping up with people’s thinking and 
needs can service be rendered in the 
most effective way. 

A former actuary and officer of the 
Life Insurance Agency Management As- 
sociation, Mr. Moorhead has been with 
United States Life in his present ca- 
pacity since 1948. 


Mr. Moorhead 


HENRY W. GUNDY DEAD 


Henry Wentworth Gundy, 79, for 


many years associated with Sun Life 
Assurance Co., died recently in Toronto, 
Ont. He was an official examiner for the 
Canadian Life Underwriters’ Association 
and former chairman of the Institute of 
Chartered Life Underwriters of Canada. 


DUTIES OF WERTZ AND MARSH 





Detroit Man Heads Extension Work, 
General Agents and Managers Conf.; 
Washingtonian Heads Membership 

An announcement regarding impor- 
tant assignments has been made by 
Chas. W. Campbell, CLU, chairman of 
the General Agents and Managers Con- 
ference: 

Ray H. Wertz, manager, Reliance 
Life, Detroit, vice chairman of the con- 
ference is in charge of extension work. 
He will promote organization of new 
state and local associations, and make 
contacts and maintain close relationship 
with general agents and managers as- 
sociations now organized. 

John Marsh, CLU, general agent, 
Lincoln National, W ashington, vice 
chairman of the conference, is in charge 
of membership. During the first-year 
membership enrollment will be direct 
through local Life Underwriters Asso- 
ciations rather than through General 
Agents and Managers Associations. The 
objective is to enroll a minimum of 3,000 
members the first year. Plans are be- 
ing formulated to provide charter mem- 
bership certificates to General Agents 
and Managers Associations who enroll 
100% and to all individual members who 
enroll by March 1, 1952. Other impor- 
tant committee assignments will be an- 
nounced later. 


GORDON TUCKER PROMOTED 

Gordon Tucker, Lexington, Ky., for- 
mer superintendent of the Nashville, 
Tenn., life district of the Life and Casu- 
alty Co. of that state has been pro- 
moted to district manager for the com- 
pany of the Lexington district. He 
started to work for the company as an 
agent in the Nashville district in 1938, 
and was promoted to superintendent in 
May, 1939. He is a director of the 
Nashville Life Underwriters Association. 
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Joins No. American L. & C. 


Paul Chelgren, CLU, general agent in 
Minneapolis for the last ten years for 
Mutual Trust Life, has resigned to go 
with the North American Life & Casu- 
alty of Minneapolis as assistant director 
of agencies. He was top personal pro- 
ducer for Mutual Trust for three years. 


MADE CHIEF ACTUARY 

Floyd A. Bash, Jr. has been named 
chief actuary for Farmers & Bankers 
Life, Wichita. A graduate of Drake 
University, Mr. Bash took post gradu- 
ate work in actuarial science at Iowa 
State, and then was associated with an 
eastern company before joining the Iowa 
State Insurance Department as examiner 
and later chief actuary. He is a veteran 
of World War II with three years’ 
ice in the Navy. 


serv- 





AAMED FOR WORLD-WIDE SERVICE from branches 
located in more than 20 countries, including 50 offices 
in the United States, the SUN LIFE ASSURANCE COM- 
PANY OF CANADA has won universal recognition for the 


diversity of its comprehensive life insurance and annuity 


plans. The specific needs of men, women and children 


under widely differing circumstances are taken care of, 


and a variety of optional policy privileges offers valuable 


alternatives to safeguard the interests of the beneficiary. 


More than One 
and a Half Million 
Policies in Force 
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SUN LIFE ASSURANCE COMPANY 


OF CANADA 








Substandard—600% Mortality 
Retirement Benefit Plan for Brokers 
Exceptional Consideration for Overweights 
















INC. 
1780 BROADWAY, NEW YORK 
-at 57th Street + JUdson6-4660 


MICHAEL A. WILTON, Vice President 





Mutual Life Helps Finance 
Virginia Shopping Center 

Investment funds of Mutual Life 
New York are helping to finance the 
$15,000,000 Parkington, Va., shopping 
center that is being looked upon as a 
model of community planning and one 
of the most important commercial cen- 
ters in northern Virginia. 

The project, the first unit of which 
was opened this month is being con- 
structed by the Hecht Co., nationally 
known operator of department. stores. 
Built on an 18-acre triangular site, the 
project, upon completion, will consist 
of a five-story Hecht Co. department 
store at the apex of the triangle; a 
five-story garage with a turnover ca- 
pacity of 10,000 cars a day; and, around 
the perimeter of the triangle, 30 one- 
story retail shops, many of which will 
be selling products in direct competi- 
tion with the Hecht Co. Called the 
“one-stop shopping city,” Hecht’s Park- 
ington project is within 15 minutes driv- 


of 


ing time of a 300,000-person trading 
area, that includes Arlington and Fair- 
fax Counties, Alexandria and_ Falls 
Church. 


When the entire project is completed 
by the end of next year, Mutual Life’s 
investments in it will total about $9,- 
350,000. This will include about $5,000,- 
000 for the purchase of the department 
store building, which has been leased 
back to the Hecht Co. for a long term; 
$3,100,000 in mortgage loans on the pe- 
rimeter retail stores; and $1,250,000 in 
mortgage loans on the parking building 


and additional surface parking facili- 
ties. 
Ceremonies that marked the opening 


this month of the major unit, the five- 
story department store, were attended 
by Mutual Life securities investment 
officials including Stuart F. Silloway, 
vice president; John F. King, « .dminis- 
trative assistant, and Richard W. Baker, 
general assistant. 


N. H. Ordinary Gain Leader 


New Hampshire showed the greatest 
rate of increase in Ordinary life insur- 
ance sales in October, with Alabama 
second and Montana third, it is reported 
by the Life Insurance Agency Manage- 
ment Association, which has analyzed 
October sales by states and leading 
cities. Countrywide, Ordinary business 
increased 11% in October compared with 
October, 1950, while New Hampshire 
sales gained 40%, Alabama 29% and 
Montana 23%. 

For the first ten months, with national 


Ordinary sales up 3% over a year ago, 
New Hampshire led with an increase 
of 18%, with New Jersey in second 
place, up 10% over the corresponding 
period of last year. 

Among the large cities, Cleveland 
showed the greatest rate of increase 
for October, with a gain of 20%. De- 
troit was second with a gain of 10%. 
Cleveland also led for the 10 months 


with a gain of 13%. 
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SAVING ASPECTS 
TAX LAW 


MONEY 
OF NEW 


SEES 


which 
October 


Discussing the new tax law 
was enacted by Congress in 
the agency publication of Equitable Life 
Equitable Items, 


Assurance Society, 


says that while it increases payments for 


most Americans it does not point solely 
in one direction. Also included in its 
text are provisions that benefit certain 


groups of persons, and, in the case of 


insurance agents, may provide a sales 


opportunity. 

From the standpoint of all taxpayers, 
Equitable Items says is 
remembered about the 
1950 Revenue Act, it in- 


calendar year 


a point which 


to be tax is 
that, like the 
creases taxes during the 
and not at the end of it. The new tax 
effective as of November 
only 


rates became 
1, 1951, 
mately 
The full 
1952 and 1953, 
the country will go 
rates, effective September 30, 
Items says that 
aspects of the new law 


and consequently approxi- 
one-sixth will be felt this year. 
increase will be effective for 
but after the end of 1953 
back to the old 
1950. 


Equitable point by 


point the “plus” 
are as follows: 

1) Under the new Act an unmarried 
person, as head of a household, gets a 
break. Previously he did not have the 
benefit of a lower tax because he could 
not file a “joint return.” Now the tax 
payable by the head of a household will 
be about half way between what he 
would have had to pay as a single per- 
son and the amount paid by a married 
person filing a joint return and having 
the same number of exemptions. 


2) Under the new law, if an em- 
ployer has agreed to pay a stipulated 
sum to the widow or dependents of a 
deceased employe, $5,000 of the amount 
paid by one employer is income tax 
free. 

3) On joint and survivor annuities the 
old rule provided that, after the original 
annuitant died, the survivor’s income 
continued to be taxable income on the 
same basis as when both were living 
(an amount equal to 3% of the con- 
sideration was treated as taxable in- 
come until the full amount was recov- 
ered tax free, after which all instalments 
became taxable income). Now, if for 
part of the survivor’s 
included in the gross es- 
first annuitant who died 


tax purposes any 
interest was 
tate of the 


after December 31, 1950, the survivor's 
taxable portion of the annuity payments 
will be 3% of the estate tax valuation 
instead of 3% of the original cost of 
the annuity contract. 

4) When the 
is over 65, his medical 
tions are no longer limited by the 5% 
limitation. If he itemizes his deduc- 
tions he now can deduct all the medical 
expenses for himself and his spouse, 
subject only to the maximum limitation 
($5,000 for joint return of husband and 
we 

) The taxpayer can now elect, even 
ile the due date of filing his return, 
to take the standard deduction if his 
actual deductions are reduced on audit 
of his return to a figure below what 
he could have taken as a standard de- 
duction. 

6) Previously an exemption for a de- 
pendent was allowed if his gross in- 
come was not greater than $500 during 
the taxable year. Now persons may 
qualify as dependents if their gross in- 
come for the taxable year is not greater 
than $599. 

7) Under the old law, married taxpay- 
ers who elected to file separate returns 
could not later change their minds. 
Now they may do so and file joint 
returns at any time within three years 
from the last day prescribed for the 
filing of their original returns. 

Under the present Act. if a person 
sells his residence at a profit he no 
longer has to pay an income tax on the 
profit when he makes the sale, provided 
he uses the entire proceeds of the sale 
to purchase a new residence within one 
year. However, he must give notice of 
the sale to the Secretary of the Treas- 
ury and the tax on his profit catches 
up with him when he sells the new resi- 
dence. 

9) Family 
tain the benefits of 
subject to certain rules, even though 
members of the partnership acquired 
their interest in the business as a gift 
from a partner. The donor’s motive is 
no longer material. 


taxpayer or his spouse 
expense deduc- 


partnerships now can ob- 
income spreading, 


Edwin P. Leader, advertising mana- 
ger of Bankers Life, Des Moines, Ia., 
has been, reelected president of the 

Setter. Business Bureau of Des Moines. 
Mr. Leader, who is in his fifth year as 
a director of the bureau, is the second 
president to be reelected to a second 
term. The November election meeting 
was the eleventh annual meeting of the 
Des Moines bureau, which has 431 mem- 
bers. 

































































E. Robert McLellan, supervisor of agency finance for New England Mutual, 


receives his diploma as a Fellow of the 


of the Board George Willard Smith. Mr. 


ment in preparing for the degree, 
seven years of study. 


Life Management Institute from Chairman 
McLellan, who majored in office manage- 
completed requirements for his fellowship in 





Fred H. Calvin has been elected vice 
president in charge of underwriting of 
the Kansas City Fire & Marine. For 

years he was associated with 
the agency of R. B. Jones & Sons, Inc., 
as manager of the fire and marine de- 
joined 


over 2] 


About a year ago he 
& M. as 


vice president and has been acting un- 


partments. 


the Kansas City F. assistant 


derwriting manager for several months 


a 
David Gelb, account executive with 
Schiff, Terhune & Co. of New York, 
and former bond underwriter with Na- 
tional Surety, has been added to the 
teaching staff of the Brooklyn College 
insurance broker’s course. He will in- 
struct on the subject of fidelity coverage. 

a ae 


E. W. Rodenberg, Northwestern Na- 
tional Life, Kansas City, has been named 
Kansas City chairman by the Evangeli- 
cal and Reformed Church for its build- 
ing fund. He will direct the campaign 
in 81 Evangelical and Reformed congre- 
gations in Missouri, Kansas and Okla- 


homa. 
+e 


T. Braxton Horsley, Ric hmond general 
agent for Life Insurance Co. of Virginia, 
has been elected to board of directors of 
the Richmond Chamber of Commerce. 
Mr. Horsley has been a leader in cham- 
ber activities for many years. He had 
served this year as chairman of a 44- 
member volunteer committee on budget 
and membership maintenance. A son of 
the late John Shelton Horsley, the new 
director was educated at E ‘piscopal High 
School and University of Virginia. He 
served in the U.S. Navy during World 
War II from 1942 to 1946, was released 
to inactive duty with the rank of lieu- 
tenant-commander. He is president of 
the Virginia State Society of the De- 
scendants of the Signers of the Declara- 
tion of Independence. 


* * * 


Fred W. Little, head of the Fred W. 
Little Agency, established in 1909, char- 
ter members of the Wichita (Kz n.) As- 
sociation, and Mrs. Little held open 
house, November 21, in observance of 
their golden wedding anniversary. Mr. 
Little’s son Ross is associated with him 
in the agency. 





Evelyn Shuler, director of public in- 
formation for Penn Mutual Life, has 
been elected member of the board of 
directors of the American Public Rela- 
tions Association. As secretary of the 
Philadelphia Forge, she was very active 
at the recent seventh annual convention 
of the association when the Philadelphia 
group were hosts to the national group. 
Members of the Keystone Group of the 
Life Insurance Advertisers Association 
attended the meeting in Philadelphia. 

* 


C. C. Ridgely, weal insurance execu- 
tive at Winchester, Va., has been re- 
elected president of the Winchester 
Chamber of Commerce. 

ae 





Gunnar Kalderen, assistant general 
manager of the Skandia Insurance Co. 
of Stockholm, and foreign fire manager 
of the company, is visiting the United 
be here a fortnight 
American acquaintance is a 

large one as he has 


its | made several trips 
" to this country, the 


States expecting 
in all. His 








first having been 
in 1929 at which 
time he spent four 
months in the 
United States. His 
next trip was in 
1933. In 1945 and 
1949 he was again 
an American vis- 
itor. Mr. Kalderen 
started with the 
Skandia in 1917, 
became foreign 
manager in 1933 


and assistant man- 
Gunnar Kalderen ager in 1944. He 

iS prominent in 
Swedish educational and public relations 
fields. 

In four years the Skandia will be 
celebrating its centenary. When _ it 
started it was the first stock company 
in Sweden. It is parent company of a 


group of four companies, subsidiaries 
being North Star, Norden and Freja. 
[he Skandia entered this country in 


is Iwar Sjogren. 
is J. A. Munro, 
* 


1900. General manager 
United States manager 
x * 


James O. Holton, Jr., president of 
Holton Insurance Agency, St. Louis, 
Mo., has been appointed a vice presi- 
dent of Citizens National Bank of 
Maplewood, Mo. Mr. Holton is a di- 
rector of the bank. 
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Expect Big Crowd at Commissioners 

To the industry’s committee on ar- 
rangements for the midyear meeting of 
National Association of Insurance Com- 
missioners which begins at Hotel Com- 
modore on Sunday, December 2, it looks 
as if the event will be the largest in 
the history of these gatherings. All 
social affairs will be individual ones 
which are outside of the committee’s 
functions, with the exception of a lunch- 
eon at Hotel Commodore on December 
4 and a party for the women guests, 
which will be held at Hotel St. Moritz 
and will include a fashion show. The 
objective of this luncheon, which will 
be attended by all who are registered 
at the meeting and who desire to be at 
the luncheon, is to make it an invalu- 
able get-together. It is natural that 
who attend such a large meet- 


many 
ing might not otherwise be able to 
meet all of their friends and other 
business associates. The committee on 


arrangements has been able to obtain 
a speaker who is one of America’s most 
distinguished citizens, Lewis W. Doug- 
las, chairman of Mutual Life and for- 
mer Ambassador to Court of St. James. 

Chairman of committee on arrange- 
ments is Kenneth Black, vice president 
of Home Insurance Co. and assistant 
to Harold V. Smith, president of the 
company. Other members of the com- 
mittee are these: 


John R. Barry, president, Corroon & Reynolds. 

Alfred Bohlinger, New York State Superin- 
tendent of Insurance. 

Charles G. Dougherty, second vice president, 


Metropolitan. 
Colonel Howard P. Dunham, vice president, 
American Surety, 
Victor Herd, executive vice president, 
America Fore. 
Julius L. Powell, Chubb & Son. 


Ray Murphy, general counsel, Association of 
Casualty & Surety Companies. 

Thomas H. Silver, president, Lumber Mutual 
Casualty. 

Edward L, 
insurance Co, 

Erwin H. Sherman, vice president, 
Exchange Insurance Corp. 

enry Wood, secretary, Equitable Society. 


Mulvehill, president, American Re- 


General 


People in the industry often wonder 
why the attendance at the NAIC has 
been snowballing in recent years. Until 
a few years ago the number of persons 
attending these conventions was not 
large enough to tax hotels in the smaller 
cities, although when the Commission- 
ers had their annual meeting in Grand 
Rapids, Mich., all the principal hotels 
were obliged to turn away some pros- 
pective guests for lack of accommoda- 
tion. Since then the number of per- 
sons wanting to see the wheels of a 
state supervisory meeting go around 
has grown to a point where at Swamp- 
scott, Mass., last summer the only ac- 
commodations many important men in 
the business could find were in Boston, 
from where it was necessary for them 











to take early morning trains for Swamp- 


scott. Hotel Proprietor Clement J. 
Kennedy of the New Ocean House, 
where the main meetings were held, did 
his best to keep everybody happy, but 
finding large enough and numerous 
enough committee rooms, getting off 
telegrams, making long distance tele- 
phone connections, was not an _ easy 
achievement. 

Reasons for the bulging attendance 
are many. Principal one is expansion 
of the industry. As each division of 
the business and various types of cov- 
erage have grown current problems have 
increased, not only in variety but often 
in complexity. This has resulted in in- 
crease in number of committees and 
subcommittees, all of which require in- 
dividual committee rooms; and in num- 
ber of experts from the industry to 


appear before the committees. It is the 
practice of the Commissioners at com- 
mittee meetings to extend = speaking 


privileges to all who have a legitimate 
representation from their principal's. A 
clock or a watch is rarely watched to 
bring the discussions to a close. Even 
men who get on their feet half a dozen 
times are permitted to have their say. 
If Commissioners intervene with ques- 
tions that may keep the speaker going 
much longer. A committee may start 
convening at 10 o’clock and with time 
out for lunch keep in session the bal- 
ance of the day. Night hearings are no 
novelties. Attitude of the Commission- 
ers is that at the convention is the time 
for industry to clear the atmosphere; 
to state its position ; and often there 
are a number of positions. Members of 
the industry attending the conventions 


include company executives, lawyers, 
home office underwriters, actuaries and 
other specialists. They not only include 
representatives of stocks and mutuals, 
but sometimes people outside of the 
insurance business feel they have a 
right to be heard and are. 

In addition to those with what is 
called “legitimate business” the conven- 
tions draw other insurance men, espe- 


cially if the meetings are in such metro- 
politan centers as New York. Some come 
to hear the debates, for educational pur- 
poses. Others want to get back home 
and say they have been to the conven- 
tions. It increases their prestige among 
insurance men in their own towns. 
Many of the Commissioners and their 
Deputies, as well as others from the 
“Third House,” bring their wives. In 
brief, the Commissioners convention has 
gotten to be one of America’s major 
meetings, and certainly one of the most 
important as far as it affects the Amer- 
ican economy. 
Naturally, while the visitors are in 
New York there will be some private 
entertainment, but this, as was_ said 
earlier on this page, is not the function 
of the industry committee. Its princi- 


pal duties are in connection with ar- 
ranging the Tuesday lunch at the Com- 
modore and the women’s 
Moritz. 


affatr::at St: 


Jesse Jones’ Listing of World War II 
War Damage Corp. Losses 

In his book, “Fifty Billion Dollars,” re- 
viewed on this page last week, Jesse ‘Jones 
has many pages of interest to insurance 
men. His account of the losses sustained 
by War Damage Corporation of which 
he was president and Frank A. Christensen 
executive vice president, follows: 

On March 27, 1942, Congress ratified 
our informal creation of the War Dam- 
age Corporation and directed the RFC 
to provide it with funds up to $1,000,000,- 
000 
Secretary of Commerce with the appro- 
val of the President. The borrowing 
authority of the RFC was also increased 
by that amount in the same act. 

The operation eventually included the 
services of 546 fire insurance companies 
and 83 casualty insurance companies. 


when requested to do so by the 


Some of our largest industries took 
out policies of enormous amounts. The 
properties of the United States Steel 


Corporation were covered by one policy 
for $1,297,000,000. The American Tele- 
phone & Telegraph Co., which left it to 
its various subsidiaries to decide whether 
they would take insurance and to what 
extent, was covered by several policies 
totaling $1,419,000,000. 

Our insurance policies provided for 
payment to policyholders on losses re- 
sulting from enemy attack or from ac- 
tions or accidents which might occur in 
resisting enemy attack. The latter pro- 
vision we stretched generously. For ex- 


ample, we indemnified policyholders in 
3rooklyn for damages caused to their 
property by an explosion on a Navy 


cruiser which was approaching its berth 


after a tour of sea duty. We paid for 
damages done tc property in the Los 
Angeles region by falling anti-aircraft 
missiles. We also paid for the damage 
done to the Equitable Building in the 
Wall Street district on March 13, 1942, 
when one of eight shells accidentally 
fired from an anti-aircraft gun on the 


East River waterfront exploded against 
a cornice of the skyscraper just beneath 
the floor in which the Bankers Club has 
its premises. No one was injured, and 
we never learned where the other seven 
shells landed. 

In the San Francisco Bay area a claim 
of $10 was paid for damage caused by 
the impact of a Navy blimp against the 
insured’s dwelling. The blimp had been 
on actual patrol against the enemy, and 
its pilot had reported it was investigat- 
ing a suspicious looking oil slick. About 
three hours later the blimp drifted in 


from sea, unmanned, partially deflated, 
with engine stopped and door open— 
another of the war’s mysteries. 


A claim exceeding $12,500 was paid for 
the destruction of a building which re- 
sulted from the falling of an American 
plane shot down by U. S. forces because 
of mistaken identity due to lack of sig- 
nals from the aircraft. In connection 
with this claim, the corporation took the 
position that when, through an honest 
but mistaken belief, U. S. forces took 
action to oppose a supposed enemy, the 
action constituted “resistance to enemy 
attack” within the meaning of the 
statute authorizing us to provide com- 
pensation. 

From the Philippines came six hun- 
dred claims, aggregating $172,806,361. So 
far as War Damage Corporation was 
concerned, these were canceled after 
June 30, 1945, when Conurese established 
the Philippine War Damage Commis- 
sion, 

Although the War Damage Corpora- 
tion was created informally by the RFC 
seven days —~ Pearl Harbor, Con- 
gress passed a law March 27, 1942, ap- 
proving it and providing that the bene- 
fits of the program might be extended 
without cost or contract to persons who 
sustained losses after December 6, 1941, 
and before the date on which the cor- 
poration’s premium insurance might be- 
come effective. After organizing and 
giving people ample time in which to 
take out insurance with us, if they 
wanted it, free insurance no longer pre- 
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vailed. The Sec- 
retary of Commerce the 
termine the date for the ending of this 
“free” coverage, and I fixed July 1, 1942. 
We were authorized to adjust claims for 
damage done before that day “as if a 
policy covering such property was in 
force at the time of such dam- 
age.” On that score we subsequently 
paid out $372,C00. Conforming to my de- 
cision, the corporation made its rate 
effective as of July 1, 1942. 

The charter of the War Damage 
Corporation provided for a totai author- 
ized capital stock of $100,000,000, all to 


legislation gave me as 
authority to de- 


loss or 


be subscribed by the RFC, but the only 
funds we made available to the War 
Damage Corporation were the _ initial 
subscription of $1,000,000 for capital 
stock. The premium revenues were 
nearly $246,C00,COO, more than enough 
to meet all expenses and pay all ap- 


proved claims. 


New Los Angeles Company 
Aliied Emploves Insurance Co. of Los 
Angeles has been granted a certificate 
of authority by the California Insurance 
Department to transact liability, work- 
men’s compensation, common carrier lia- 
bility and automobile insurance lines. 
The company has a capital and surplus 

of $400,000. 
Officers are: 


Charles W. 


President, 


Brown, Beverly Hills, Cal.; vice nresi- 
dent, Frank J. Egger, Los Angeles; sec- 
retary William H. McCaffrey, Los An- 
geles; directors, John D. Kerr, Los An- 
geles; W. Wallace Braden, Hermosa 
Beach, Cal., and John L. Flynn, Los An- 
geles, who formerly was assistant Attor- 
ney General assigned to the California 
Insurance Department. He is now as- 


sistant city attorney prosecuting the case 
for the city of Los Angeles to tax bail 
bond brokers for service fees. 


* * * 


J. G. Charlton Named F. & D. 
Assistant Manager in Washington 
John G. Charlton has been appointed 
assistant manager in the Washington 
branch office of Fidelity & Deposit and 
its affiliate, American Bonding. 
Mr. Charlton joined the companies’ 


fidelity department in 1942. Since 1949 
he has been with the bonding denart- 
ment of Conkling, Price & Webb, F. & 
D.’s general agency in Chicago, and was 


made manager of that department early 
this year. 

Mr. Charlton 
Martin, who recently 
ger of the companies’ 


Albany, N. Y. 


succeeds William J] 
was named mana- 
branch office in 
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Royal Exchange Names 
De Waters Asst. Mgr. 


SUCCEEDS WILLIAM B. KELLY 





Bonner Appointed Branch Secretary of 
Fire Cos.; Lang Named Assistant 
Branch Secretary 





Henry C. Pitot, head of the Royal 
Exchange Group in the United States, 
announces three executive appointments, 
effective January 1. 

Succeeding William B. Kelly, who is 
retiring December 31, Walker De 
Waters, branch secretary of the Royal 
Exchange Assurance, has been ap- 





Russart Stud /o 


WALKER DE WATERS 


pointed assistant manager of the Royal 
Exchange and the State Assurance, and 
vice president of the Provident Fire. 

Mr. De Waters is well experienced in 
the insurance business which he entered 
in 1919. He joined the Royal Exchange 
Group in 1926 as state agent to intro- 
duce the Provident Fire to the Florida 
field. In 1928 he was called to the head 
office in the United States of the Royal 
Exchange Group, and appointed general 
agent, which position he held until he 
became branch secretary of the Royal 
Exchange Assurance January 1, 1951. He 
is a member of the Drug & Chemical 
Club, and a member of the Florida 
Pond, Honorable Order of the Blue 
Goose, International. He graduated from 
the University of Pennsylvania in 1918. 

Bonner and Lang Advanced 

Michael Bonner, general agent of the 
fire companies of the Royal Exchange 
Group, has been appointed branch secre- 
tary of the Royal Exchange, State As- 
surance and Provident Fire. Mr. Bon- 
ner went with the Royal Exchange 
Group in 1926, attained recognition 
through meritorious work and _ prog- 
ressed through various positions in the 
fire underwriting department. He has 
completed courses at the Insurance In- 
stitute of America. 

Arthur Lang, special agent in New 
Jersey, has been appointed assistant 
branch secretary of the Royal Ex- 
change, State Assurance and Provident 
Fire. Mr. Lang joined the Royal Ex- 
change in 1933. He became an assistant 
in the brokerage department and later 
executive assistant, before being ap- 
pointed special agent in New Jersey in 
1951. He, too, has completed courses 
at the Insurance Institute of America. 


NAIA Executive Committee 
Meets in New York City 


The recent report of the All-Industry 
Committee, which opposed any form of 
compulsory automobile insurance in 
New York State, will be reviewed by 
the executive committee of the National 
Association of Insurance Agents at its 
meeting this week-end in New York 
City. In announcing the meeting for 
November 30-December 2 Walter M. 
Sheldon of Chicago, vice president and 
chairman of the committee, said that 
the report has added weight to the 
association’s stand against compulsory 
auto insurance. 

At the close of the executive com- 
mittee meeting, members of the com- 
mittee will attend the mid-winter meet- 
ing of the National Association of In- 
surance Commissioners, December 2-5. 

The meeting will be attended by a'l 
members of the committee which in- 
cludes, in addition to Mr. Sheldon, 
President J. F. Van Vechten, Akron, 
Ohio; John H. Carney, Eau Claire, 


Wis.; Robert Maxwell, Texarkena, 
Ark.; Joseph A. Neumann, Jamaica, 
N. Y.; Kenneth Ross, Arkansas City, 


Seymour, Monroe, La. 


Kan., and E. J. 


Fire Assn. Names Craig 
State Agent in New York 


Harry A. Craig will become state 
agent in charge of Fire Association’s 
western New York field December 1, 
succeeding John R. Pinover, resigned. 
Mr. Craig has spent his entire business 
life in insurance, having had both head 
office and field experience. He has been 
state agent for another company in the 
same territory. 

Mr. Craig will make headquarters at 
a new location for Fire Association and 
Reliance Insurance Co. at 1015 Temple 
Suilding, Rochester. 


JOSEPH C. TURNER DIES 
Joseph Chester Turner, 70-year-old 
insurance agent of Shelbyville, Ky., died 
November 17. He had operated the J. C. 
Turner Insurance Co. in Shelbyville for 
20 years. He was father-in-law of Lisle 
saker, Jr., vice president and general 
manager of the Louisville Courier- 

Journal and the Louisville Times. 


W saleed Honored at Dinner 
Of Brooklyn Brokers Ass’n 





BERNARD G. WERBEL 


The Brooklyn Insurance’ Brokers’ 
Association held its 39th annual dinner 
dance last night at the Hotel St. George 
in Brooklyn. At this affair Bernard G. 
Werbel received the association’s award 
as the person having done the most for 
the insurance brokerage business dur- 
ing the past year. He was honored for 
his outstanding educational work. David 
H. Krasnoff served as chairman of the 
dinner-dance committee. Mr. Werbel is 
an associate director of the Brooklyn 
Association and chairman of the insur- 
ance forms committee. 

Next Thursday evening, December 7, 
the newly elected officers for 1952 will 
be installed at a meeting at the St. 
George. President Max Klotz continues 
in that post, Peter A. Locke becomes 
first vice president, Ann B. Hargert 
remains second vice president, Joseph 
A. Carbone will be third vice president, 
George J. Mutari treasurer and An- 
thony A. Cantalupo sergeant-at-arms. 
Senator Harry Gittelson will be the in- 
stalling officer and the annual report 
will be given by President Klotz. 


Blue Goose Meeting in 
New York, December 5 


The New York City Pond of the Blue 
Goose will hold a dinner meeting on 
Wednesday evening, December 5, at the 
Drug & Chemical Club in New York 
City. There will be a speaker, and 
guesis will be welcome. 
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P. L. THOMPSON ADVANCED 





Appointed State Agent of Continental 
and Fidelity-Phenix Fire in 
Northern New Jersey 
Secretary J. Scott King of the Amer- 
ica Fore Insurance Group announces 
appointment of Paul L. Thompson as 
state agent of the Continental and the 
Fidelity-Phenix Fire in northern New 
Jersey. Associated with Mr. Thompson 
will be Special Agents Leo J. Carling, 
Jr., Rexford C. Hunt and James R, 
Crawford, the latter having been re- 
cently transferred from the Baltimore 

office. 

_ Mr. Thompson, born in Portland, Ore., 
is a graduate of Montclair Academy, 
Montclair, N. J. He began his insurance 
career in the schedule rating office in 
New Jersey at the time of the first 
World War, and became a special agent 
in 1920. 

He joined the America Fore organi- 
zation in 1928 as special agent for the 
Fidelity-Phenix in northern New Jersey, 
and became state agent for the same 
territory and company in 1935, a posi- 
tion he has held until his present 
appointment. 


Gridley Special in Maine 
For America Fore Group 


Richard V. Gridley has been named 
special agent for the eastern Maine 
territory to represent the fire compa- 
nies of the America Fore Group. Mr. 
Gridley, a native of New England, has 
had 20 years’ experience in the insur- 
ance business. For the past 10 years 
he has been chief underwriter for a 
Boston general agency. 

Mr. Gridley will maintain offices with 
America Fore State Agents R. P. Burke 
and A. H. Langlois at Portland, Me. 


Smith Branch Manager at 
Newport News for GAB 


Gibbon B. Smith, branch manager at 
Winchester, Va., for the General Ad- 
justment Bureau has been transferred to 
Newport News, Va., where he has been 
appointed manager of the office there 
succeeding A. T. Gomila who, at his 
own request, recently was transferred 
to Bluefield, W. Va. 

_Mr. Smith was born at Lawrence- 
ville, Va. where he received his edu- 
cation, and where for approximately fif- 
teen years he was associated with a busi- 
ness engaged in the manufacture of 
school and church furniture and equip- 
ment. 

He entered the GAB in 1941 in New- 
port News, and left that city when he 
was advanced to adjuster in charge of 
oe Winchester branch in December, 





Milne Joins Adjusting 
Firm of McDevitt & Sons 


James J. McDevitt & Sons of 100 
Milk Street, Boston, insurance adjusters 
of fire, inland marine and their allied 
lines, announce that Francis George 
Milne is joining the staff. 
ae: Milne is a native of Boston and 
1s a registered architect, being a mem- 
ber of the Boston Architectural Club. 
He was associated for 13 years with 
the firm of Maginnis & Walsh, church 
architects, following which he was su- 
pervisor of reconditioning for the Home 
Owners’ Loan Corporation. Later he 
joined the Boston branch of the Gen- 
eral Adjustment Bureau as a_ staff 
adjuster. 


BOYKIN AGENCY CHARTERED 

J. Arthur Boykin & Co., Inc., of Co- 
lumbia, S. C., has obtained a charter 
from the South Carolina Secretary of 
State to engage in the insurance busi- 
ness. Authorized capital stock is $10,000. 
J. Arthur Boykin is president. 
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Improving Coordination of Finance 


And Insurance Depts. of Big Buyers 


Joseph W. Oliver, : 
president of the Pittsburgh Consolida- 
tion Coal Co., gave views on improving 
coordination between the insurance and 
finance departments of large insurance 
buyers when he spoke before the Insur- 
ance Conference of the American Man- 
agement Association at Chicago re- 
cently. He said he was speaking only 
about those concerns whose insurance 
is administered by some individual not 
associated with the finance department. 

“Any great degree of harmony in any 
line of endeavor can be attained only 
through a thorough knowledge and un- 
derstanding of what the other fellow 
wants and needs,” said Mr. Oliver. 
“There are many ways in which such 
understanding can be encouraged. How- 
ever, I shall,” said Mr. Oliver, “discuss 
here only four examples. These are: 


Fields of Understanding 


“1. Determination of the hazards and 
exposures to be insured and the method 
of insurance protection desired. 

“2. The amount of insurance required 
for each type of risk. 

“3. The preparation of an annual re- 
port by the Insurance Department.: 

“4. Collaboration of the insurance and 
finance departments on loss  adjust- 
ments. 

“There are two main phases of insur- 
ance policy about which the finance de- 
partment should feel obligated to con- 
sult with the insurance department, and 
on which agreement between the two 
is almost essential. In determining what 
hazards and exposures are to be insured 
and the amount of total coverage, the 
financial resources of the company are 
directly involved. A thoughtful, consid- 
ered joint approach to coverage selec- 
tion by the insurance administrator and 
the finance officer is highly desired. I 
recommend that you select or reject 
coverages with your eyes open. 

“There are, of course, three alterna- 
tives available with regard to any par- 
ticular type of coverage: First, outside 
insurance can be purchased; second, the 
risk can be self-insured by the com- 
pany; and third, the risk can be left 
completely uninsured. A definite policy 
should be established utilizing one of 
these three methods of handling each 
type of exposure; the policy once set 
should be rigidly adhered to, and a 
written record of the decision should 
be maintained. 


Amounts of Coverage To Be Secured 


“Having determined with the finance 
department what coverages should be 
purchased outside the company and 
which self-insured, the insurance mana- 
ger needs advice from the finance de- 
partment as to what amount of each 
type of coverage is required. Generally 
the financial officer is principally inter- 
ested in protecting his company against 
the catastrophic loss. He, therefore, 
can suggest to the insurance manager 
the application of deductibles for the 
various coverages, and these deductibles 
may vary in amount depending on the 
coverage involved. The judicious use of 
deductibles can be advantageous in two 
ways: first, valuable time is not wasted 
in handling small losses with the in- 
surance company; and second, a surpris- 
ingly large saving in premium cost may 
be effected. 

“To protect adequately the company 
against catastrophic loss, the establish- 
ment of top limits for the various types 
of coverage must be worked out jointly 
by the insurance administrator and the 
financial officer. There are two distinct 
types of coverage for which limits 


should be set. The first is the protection 
for the fixed assets of the company, 
and the second is the protection of the 
credit of the company which may be 
affected by embezzlement, public liabil- 
ity claims, 


workmens’ compensation 


assistant to theclaims, and other third party liability 


obligations. 

“To protect fixed assets of the com- 
pany, a close working arrangement is 
necessary between the finance and in- 
surance departments of the concern to 
periodically check the adequacy of cov- 
erage in view of changing insurable 
values and projected plans for plant ex- 
pansion or abandonment. In these days 
of rapidly climbing costs, it is impera- 
tive that frequent regular review of all 
fixed asset coverages be maintained. A 
clear understanding of the difference 
between book value, insurable value and 
replacement value is requisite to fol- 
lowing whatever policy is decided upon. 

“The amount of coverage for third 
party liability claims needs to be 
checked less frequently, but should be 
reviewed in the light of recent large 
jury awards in damage actions and siz- 
able embezzlement revelations, and the 
very small increase in premium cost for 
very large increases in limits should 
be plainly pointed out by the insurance 
manager. 


What Is Expected From Insurance 
Manager 


“T would like to consider two things 
the finance department should expect 
from the insurance manager: 

“First, I think one of the most impor- 
tant respects in which coordination be- 
tween the two can be improved is in the 
preparation by the insurance manager 
of an annual report of the activities of 
his department. This report need not 
be elaborate or lengthy, but should set 
forth not only how the company’s as- 
sets have been protected and the over- 
all cost thereof, but the losses incurred, 
the fire protection and accident preven- 
tion work which has been undertaken 
during the year. It will form an excel- 
lent basis for the important periodic re- 
view of the insurance program with the 
fiinance department. 

“The second situation in which the 
finance department is dependent upon 
the insurance department is in the case 
of loss adjustments. In all loss settle- 
ments close working relations between 
the two departments should be main- 
tained. The procedures to be used in 
those types of losses which will require 
data from the finance department (prin- 
cipally fire and business interruption) 
could well be planned for in advance. 
For example, the preparation of a claim 
for loss as a result of a fire involves 
establishing the items and quantities 
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Kresse Named Secretary of 
Clauss Agency in Buffalo 


President Emil T. Clauss of E. T. 
Clauss & Co., Inc., with offices in the 
Morgan Building, Buffalo, N. Y., an- 
nounces appointment of Richard F. 
Kresse as secretary of the company. 

Mr. Kresse has been with the agency 
for three years. He attended Iowa Uni- 
versity and is a graduate of the Uni- 
versity of Buffalo. Since his graduation 
he has been office manager of the com- 
pany. Emil T. Clauss is executive vice 
president of the New York State Asso- 
ciation of Insurance Agents and widely 
known in production circles. 


Joint Committee Formed On 


Excess Limits Table 


Walter L. Hays, president of Ameri- 
can Fire & Casualty of Orlando, Fla., 
who recently retired as president of Na- 
tional Association of Independent In- 
surers, is chairman of the newly cre- 
ated special committee on reinsurance 
of that organization. He and his com- 
mitteemen—John H. Carton, president, 
Wolverine, and L. H. Grinstead, presi- 
dent, Beacon Mutual Indemnity—will 
meet with the reinsurance company ex- 
ecutives to discuss the excess limits 
table. 

Mr. Hays’ committee and the reinsur- 
ance men who were in panel session 
on the excess limits table at the recent 
NAII annual meeting constitute a joint 
committee on the subject.. They are in- 
viting other casualty insurance associa- 
tions to furnish additional members for 
the committee in the hope that it will 
develop into a permanent organization 
to meet with rating authorities. 

It is reported that revision of the 
excess limits table is now well along 
toward completion by the National Bu- 
reau of Casualty Undérwriters. 





affected by the fire, and the appraisal 
of them in accordance with the terms 
of the policy to establish the amount 
of loss or damage. 

“It isn’t possible to outline all of the 
accounting work to be done when a loss 
occurs, but it will pay to study ahead of 
time the application of the company’s 
policies under various loss possibilities 
and to decide before a loss has occurred, 
the accounting and operating procedures 
which must be put in operation as soon 
as the loss is suffered. Such very im- 
portant questions as tax treatment. ot 
loss payments, reconsfruction require- 
ments and replacement plans for de- 
stroyed property can be determined in 
advance, and in this way claim prepara- 
tion and procedure can be clarified 
greatly.” 


Telephone 
TRiangle 5-2508 


AUTOMOBILE 








Van Vechten Scores 
Profit Motive Opponents 


“It’s high time we quit apologizing 
for being in business for profit. Unless 
this playing down of the profit motive 
is stopped, our country will continue to 
move toward a paternalistic economy,” 
J. F. Van Vechten, president of the Na- 
tional Association of Insurance Agents 
told the Indiana Association of {nsur- 
ance Agents at the annual convention 
in Indianapolis. 

“Profit is what’s left over after wages 
and all other costs are paid, and it is 
the hope of the investor that there will 
be something left over. Otherwise.” he 
pointed out, “that investot would not 
risk his money. The incentive of private 
Initiative is profit, but the enemies of 
our capitalistic economy regard profit 
as being adverse to the welfare of the 
people.” 





Bassford President of 
Maryland Agents’ Assn. 


Morris B. Bassford of Hagerstown 
was elected president of the Maryland 
Association of Insurance Agents at the 
annual convention in Baltimore last 
week. He succeeds E. Stuart Windsor 
of Baltimore. George Eisenberg of Bal- 
timore was elected executive vice presi- 
dent; Charles T. Oliver of Aberdeen 
secretary; Rodney J. Brooks, Jr., of 
Baltimore, treasurer; and E. Albert 
Rossman of Baltimore, continues as 
State national director. Mr. Windsor 
was elected chairman of the board of 
directors. 

Vice presidents elected from various 
parts of the state follow: George M. 
Dallas of Salisbury; Lewis E. Schneb- 
ley of Hagerstown; Chase Ridgely of 
Baltimore; Maurice F. Powell of 
Hughesville ; Howard N. German of 
Easton; Thomas F. Conlon, Jr., of Cum- 
berland; and Thomas B. Cash of West- 
minster. 


Forest Fire Insurance 


Held Difficult to Buy 


New Hampshire’s big upstate timber- 
land owners are finding it difficult to 
obtain reasonably-priced fire insurance 
for their woodlands, W. R. Brown, 
chairman of the New Hampshire For- 
estry and Recreation Commission, de- 
clared at the New England Council’s 
conference held in Boston. He was one 
of three speakers at a panel discussion 
on forest fire insurance. 

In his remarks, Mr. Brown said one 
large fire company was “well along 
toward offering forest insurance on 
small, well-selected risks in the southern 
part of the state,” at a rate of 1% with 
adjustments according to favorable or 
unfavorable conditions of adjoining 
properties. 

“On the other hand,” he continued, 
“large timberland owners in the north- 
ern part of the state willing to offer 
volume, value, and spread at a some- 
what less rate are unable as yet to find 
takers because large insurance compa- 
nies have got to be shown before they 
will combine their resources to carry 
the millions of valuation involved.” 

America’s first company devoted en- 
tirely to underwriting forest fire losses 
was formed in Portsmouth, N. H., in 
1917, Mr. Brown told the panel. During 
its two-year life, which ended when it 
sold out to an old line commercial com- 
pany, it wrote 67 policies totaling $327,- 
000 at a 2% premium. 





GAB CHANGES IN VIRGINIA ~ 

Gilbert C. Earle, senior adjuster in 
the Asheville, N. C., branch of the Gen- 
eral Adjustment Bureau, has been ap- 
pointed adjuster-in-charge at Winches- 
ter, Va., succeeding Gibbon B. Smith, who 
has been transferred to Newport News, 
ja, aS manager. The Winchester 


branch will be under the over-all super- 
vision of Fred G. Tucker, manager at 
Roanoke. 























Leaders at New Jersey Insurance Day Gathering 





successfully passed examinations for that honor. 


Handy & Boesser 
The New Jersey Chapter of the Society of Chartered Property Casualty Under- 

writers met recently in Newark on New Jersey Insurance Day to hold a symposium 

on multiple peril policies and to confer CPCU designations on candidates who had 


Right to left are: 


Deane W. Merrill, CPCU, general chairman, N. J. Insurance Day Committee; 
Garret W. Roerink, CPCU, moderator, seminar on multiple peril policies; Roger 
Kenney, insurance editor, U. S. Investor, luncheon speaker; Lester F. Beck, CPCU, 
president, Connecticut Chapter; Abraham J. Wohlreich, CPCU, vice president of 
New Jersey Chapter; William B. Rearden, vice president of Loyalty Group; Samuel 


M. Williams, Jr., 


CPCU, president of New Jersey Chapter; Dr. Harry J. Loman, 


dean of the American Institute for Property and Liability Underwriters, Inc.; E. 


Adrian Teaf, CLU, 


CPCU, president elect of the Society of CPCU; Roy C. 


McCullough, manager, Multiple Peril Insurance Rating Organization. 





Darden Joins Reinsurance 
Brokers in Minneapolis 


Thomas M. Darden has recently re- 
igned from the staff of the Americ an 
Sinai il Reinsurance Company to join the 
A. E. Strudwick Company, Minneapolis 


reinsurance brokers, as vice president. 
Following graduation from Duke Uni- 
versity, Mr Darden entered the United 

Marine Corps, being discharged 


States 
a Ist Lieutenant in 1946. He was with 
the ocean marine department of Johnson 
& Higgins, Illinois, prior to his affiliation 
as an underwriter for five years, with 
the American Mutual. 


Mr. Darden joins Mr. 
, 


Strudwick, presi- 
dent and founder of the company, and 
E. W. Blanch, the casualty vice presi- 
dent of the A. E. Strudwick Company 
and formerly with the Employers Rein- 
surance Corporation, to continue and 
expand the company’s complete reinsur- 
ance service to fire and casualty insur- 
ance companies. ; 


BROKERS REVIEW CLASS DEC. 6 

The metropolitan department of the 
Home Insurance Co. will conduct a 
brokers’ review class on Thursday, De- 
cember 6, at the Hotel McAlpin, in New 
York City. The class is designed for 
students who are preparing for the state 
examinations for brokers’ or agents’ li- 
censes. 


CLIFFORD L. MORGAN DIES 

lifford L. 
Y., president of the 
tive Underwriters 
and of the 
tive Fire 
recently. 


Morgan, 46, of Ithaca, N. 
New York Coopera- 
Association of Albany 
Coopera- 
Ithaca, 


a cage County 


Insurance Co., died in 


University of Illinois 


Short Course Is Held 


Insurance agents are meeting at the 
University of Illinois, November 26, 
through November 30, for the second 
part of a short course dealing with in- 
land marine, aviation, burglary and glass 
and related types of insurance. 

Designed to re-acquaint general 
agents with basic principles and to in- 
troduce them to new aspects of the in- 
surance business, the short course is 
given annually in four parts, each a 
week long. It is presented by the Uni- 
versity of Illinois College of Commerce 
and Business Administration in coopera- 
tion with the Illinois Association of In- 
surance Agents through the division 
of university extension. 


Complete Hartford Fire 


Sore 
Training Center Course 
Thirteen men and twowomen have com- 
pleted the four weeks’ course at the 33rd 
session of the Hartford Fire Insurance 
Company’s training center at Hartford. 
At the training center these representa- 
tives of nine agencies and five company 
offices participated in seminars, discus- 
sions, and practice surveys in fire, in- 
land marine, auto, and allied lines of in- 
surance. The next session of the train- 
ing center will open January 21. 


BUYERS’ NEW DIRECTORS 





Van Deusen of San Francisco and 
Wiggers of Cincinnati Now on Board 
of National Association 

L. M. Van Deusen, insurance mana- 
ger, California and Hawaiian Sugar Re- 
fining Co., San Francisco, and L. H. 
Wiggers, manager, insurance and real 
estate department, Procter and Gamble 
Co., Cincinnati, were elected to serve 
on "the board of directors of the Na- 
tional Insurance Buyers Association, 
Inc., at the annual meeting of the di- 
rectors held in Chicago. 

Many new chapters are in the process 
of organizing in all districts reporting, 
and while the year just completed was 
one of real progress and activity in the 
NIBA, plans for the future expansion 
of the association were completed at 
this meeting. 

President Harry E. Goodell, Western 
Electric Co.. N. Y., presided at the board 
meeting which was attended bv the en- 
tire board of directors. Ray S. Bass, 
A. E. Staley Manufacturing Co., Deca- 
tur, Ill.: Russell B. Gallagher, Philco 
Corp.. Philadelphia, first and second vice 
presidents respectively; regional vice 
presidents Kenneth A. Bong, Interna- 
tional Milling Co., Minneapolis; J. F. 
Burke, Coast Service Co., San Fran- 
cisco; George E. Rogers, Robert Gair 
Co., New York; Paul H. Schindler, 
Youngstown Sheet and Tube _ Co,, 
Youngstown, Ohio; and Peter A. Burke, 
managing director, New York. 


Charlotte County Board 
Is Formed in Virginia 


The Charlotte County Association of 
Stock Company Insurance Agents was 
organized November 1, at a dinner meet- 
ing held at the Keysville Hotel, Keys- 
ville, Va. Manager William Day, repre- 
senting the Virginia Association of In- 
surance Agents, parent organization of 
the newly-formed association, was host 





to the following stock company agents 
of Charlotte County, who comprise the 
membership of the new group: 

Grey Harvey, Charlotte Court 
House; R. S. Chamberlayne, Jr., Drakes 
Branch; Luetta J.-Thompson, Keysville; 
Elsie iy Loving, Drakes Branch; E. S. 
Fitzgerald, Keysville; James Pugh, 
Madisonville; Fred B. Walton, Drakes 


branch; W. B. O’Geary, Wylliesburg. 

Officers of the C hariotte County Agso- 
ciation for the fiscal year 1951-52 4re: 
president, Mr. Harvey; vice president, 
Mr. Chamberlayne, and secretary-treas- 
urer, Luetta J. Thompson. 








REINSURANCE 


LONDON «+ TORONTO - 








¢ FOUNDED 1877 


116 JOHN STREET, NEW YORK 38, N. Y. 
PARIS 





OFFICES 


¢ VANCOUVER + SYDNEY 











WHIT 


Yidlown’ 
cp East 42nd St. 


7 y, . 
y. MUrray Hill 200 \ 


FIRE + AUTOMOBILE 
BURGLARY 
INLAND + JEWELRY oH iB 


FIDELITY & SURETY mAmson 


YOUR INQUIRIES SOLICITED 








GARDNER HEADS KY. AGENTS 


Annual Convention Draws Attendance 
of 450; Barnes Discusses NAIA 
Matters on State Level 
The Kentucky Association of Insur- 
ance Agents held its 55th annual meet- 
ing last week at Louisville, Ky. Secre- 
tary Peyton B. Bethel reported a regis- 
tration of about 450 persons, with nearly 
600 at the banquet. During the year 
there was a gain of about 50 members 
of the state association bringing total 

membership to over 500. 

Officers elected were C. S. Gardner 
Owensboro, president, succeeding James 
C. Hulette, Frankfort, who presided 
over all sessions; Hendree Milward, 
Lexington, first vice president; Charles 
M. Moore, Bowling Green, second vice 
president; Mr. Bethel, Louisville, sec- 
retary-treasurer. 

Sheridan C. Barnes, Elizabethtown, 
state national director, discussed na- 
tional association matters as relating to 
the Kentucky agents, including Federal 
competition with the insurance industry, 
in the case of the Commodity Credit 
Corp. as regards tobacco; Federal 
Housing Commission on FHA _ homes, 
capacity problems of agents and com- 
panies, which applies particularly to 
tobacco and whiskey in Kentucky; prob- 
lems of coercion and the Ohio situation 
as applicable to automobile dealers 
writing auto insurance. 

Mr. Barnes also discussed a_ trend 
among churches to establish insurance 
funds, or become self insured, and sug- 
gested that agents generally voice op- 
position to all such programs. He ad- 
mitted that some churches are under- 
insured and some not insured at all. 


Govt. Crop Ins. Program 
Termed Unfair by Agents 


A resolution asking the government 
to stay out of all insurance fields 
where coverage is available from private 
carriers was approved at the 71st an- 
nual meeting of the Iowa Association 
of Mutual Insurance Companies. Rea- 
son for the resolution, it was explained, 
is the government crop insurance Pro- 
gram, termed “unfair competition” by 
convention delegates. The resolution 
requests Congress_ to require the crop 
insurance corporation to include all ac- 
quisition costs in the premium for its 
all-risk crop cover. 

Those costs, it was explained, are 
not included in the corporation’s pre- 
mium computations. As a_ result, it 
was stated, the general taxpayer now 
pays a part of the costs of crop insur- 
ance out of government appropriations, 
while the competing private insurance 
companies have to meet all such costs 
from sums received as premiums. 

The resolution is not intended, it was 
made clear, to bar government insur- 
ance activity in lines which cannot suc- 
cessfully be written by private insurance 
companies. 
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SIR WILLIAM PEPPERRELL 


Inst American Baronet 


Sir William Pepperrell 
| at the battle of Louisburg 


















He BM 








Cree 





F rom the windows of his mansion at Kittery Point, William Pepperrell, richest man in 
Maine, could see his ships departing and arriving from the West Indies and Europe. The 
house, built by his father in 1682, was “one of the most magnificent provincial resi- 
dences”; through the hall, it was said, a cart and oxen could be driven. Smaller than in 
Pepperrell’s day, his birthplace is now privately owned. 

Besides being a merchant and shipbuilder, Pepperrell took an active part in politics 
and was an officer in the militia. Although he had no legal training, the governor appointed 
him chief justice of the colony when the incumbent was removed for political reasons. 
Reversing the usual order, after his appointment Pepperrell set about studying law. 








His chief exploit was commanding an expedition in 1745 against the Canadian strong- 
hold Louisburg, one of France’s important fortifications. In recognition of his efforts in 
bringing the siege to a successful conclusion, George II made him a baronet, an honor never 
before conferred on any native American. He was also the first American to be a general 
in the British royal army and for a few months served as acting governor of Massa- 
chusetts which at that time included Maine and New Hampshire. 

Sir William was proud of his success and cut a fine figure as 
he rode about in his coach attended by footmen and outriders, 
but his overwhelming ambition to have his name perpetuated 
failed of fulfilment. Of his four children, Andrew, the only son 
to reach maturity, was engaged to Hannah Waldo but postponed 
the marriage date several times presumably because of ill health. 
When the wedding day finally arrived, in the presence of the 
assembled guests, the bride called off the ceremony because of 
the mortification she had been caused. The grief-stricken Andrew died shortly thereafter. 

After Sir William’s death in 1759 the property passed to his daughter’s son William 
Sparhawk on condition that he take the name Pepperrell. As he was a Loyalist he fled to 
England when the Revolution broke out. 
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Old Fashioned Country Agent Tells 
Of Handling Risks in Years Gone By 


which 
knew that they could depend upon their 
agent and if he said the company was 


Reminiscences of an old-fashioned coun- 
try agent are contained in an article by 
L. W. Button, of L. W. Button & Son, 
Rocky Hill, Conn., in the current issue of 
“The Hartford publication of the 
Hartford Fire Button has 
represented the many years, 
and from his years in 


Agent,” 
Group. Judge 
Hartford for 
memories of 56 
insurance has written the following in- 
teresting account of agency operations in 
the past: 

The old-fashioned country insurance 
agent, like the old-fashioned country 
doctor, is fast disappearing. They had 
many traits in common. Neither was a 

specialist and each served the commun- 
ity in many and varied ways. Usually 
the old-time agent held one or more 
town offices of importance, had a gen- 
eral common sense experience in legal 
matters, and while not a member of the 
bar, was called upon to draw up deeds, 
wills and ordinary business papers and 
frequently to settle estates. His office 
always contained a safe, such as it was 
—and in many cases it was the only one 
in town. Often the insured never actu- 
ally saw his policies after they were 
written as they were left with the agent 
for safe keeping. 

Rates and Hazards 


You would find in his office a “letter 
press” — a cumbersome gadget which was 


the forerunner of our present carbon 
copies. His policies, of course, were all 
written by hand, and in many cases 


were written in the home office and for- 
warded to him. He received the mag- 
nificent remuneration of 15% and in 
some cases an additional policy fee of 
$1. Policies with a $2 premium were 
common, as there was no minimum in 
those days. $300 to $500 was the usual 


household furniture policy and it was 
a very fine home indeed whose _ con- 
tents were insured for $1,000. There 


were no Stamping Offices in the old 
days and rates, outside of dwellings, 
furniture and barns, were largely “judg- 
ment made” by the home office, many 
times governed by the advice of the 
agent. 

The old-fashioned agent saw to 
that there was no moral hazard. He 
personally knew all of his insureds and 
many times their fathers and grand- 
fathers before them. He was usually 
a man of means and would have been 
insulted if the company had even sug- 
gested a bond. 

Roofs were classified as shingle, tin, 
or slate; he had never he: urd of a non- 
combustible roof. He did not bother 
too much about chimneys except to see 
that they were, in his judgment, safe. 
He did all his own inspecting and ob- 
vious hazards were corrected at his 
suggestion. 


seldom located 


His companies were 
outside his own state. The writer well 
remembers when a Rocky Hill store 
burned and the public found out that 
it was insured in an “out-of-state” com- 
pany. There was considerable specula- 
tion as to whether the insured would 


get his money and it was generally con- 
ceded “around the cracker barrel” that 
the agent had not used good judgment! 

(The loss, however, was __ settled 
bleed and the company which paid 
it is now one of the country’s largest.) 

No Fire Protection 

We were provincial all right—75 years 
ago. The equipment for fighting fires 
consisted of a few ladders and pails 
which were generally stored in the base- 
ment of the church whose bell was the 
accepted fire alarm, or else in Bill 
Smith’s barn. Of course if Bill Smith’s 
barn burned it was just too bad! 

Very few of an agent’s clients could 


have given the name of the company in 





North British Changes 


(Continued from Page 1) 


they were insured. They simply 


O.K., that was sufficient. Once an 
agency was established, it was passed 
along in the same social status. No 
youngster started in the business until 
he had previously worked in his father’s 
office and had the benefit of the old 


man’s training. Then he got by. In 
other words, the old-fashioned agent 
Was an institution, who knew the fun- 


damentals of insurance as a service to 
the community. Taking into considera- 
tion the size of the towns, agents in the 


larger communities followed the same 
lines very closely. 
I believe there are still many, many 


agents who follow the principles of the 
old-fashioned agent, who use good, com- 
mon, horse sense and are not swept off 
their feet by all of the modern innova- 
tions. We may not have been “super 
salesmen,” but I believe that the rec- 
ords will show that the old-timers— 
and those who today carry on the tra- 
dition—are the Baekbone of the business 
as far as public relations are concerned, 
and are a living advertisement of the 
soundness of the insurance business. 


GEORGE H. DUXBURY 


Automobile Underwriters Association. 
He also served as a director of the Gen- 
eral Adjustment Bureau, and as chair- 
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NOLEN 


WILLIAM L. 


relations committee 
Fire Under- 


man of the public 
of the National Board of 
writers. 

Mr. Nolen joined the North British 
Group in January, 1928, as an inspector 
in Michigan. In 1929 he was transferred 
to Tennessee as a fieldman where he 
served for 11 years. Assigned to the 
Detroit office in 1940 he was_ subse- 
quently appointed manager of the Mich- 
igan department in April, 1941. Mr. 
Nolen served in the U. S. Navy with 
the rank of lieutenant from February, 
1943, to September, 1945, when he was 
placed on the inactive reserve. 

At that time he resumed his duties 
as manager of the Michigan department 
at Detroit. In May, 1946, he was called 
to the home office at New York and ap- 
pointed assistant U. S. manager of the 
North British and Ocean Marine and 
elected vice president of the four asso- 


ciated companies. Mr. Nolen’s many 
years of experience in the field and 
office and in administrative capacities 
fully qualify him to assume his new 


responsibilities as head of the North 


British Group. 


NAVARRE NAMED FOR TERM 

Insurance Commissioner Joseph A. 
Navarre of Michigan has been appointed 
by Governor G. Mennen Wilson to serve 
a full four-year term. He had been serv- 
ing out the unexpired term of David A. 
Forbes, who resigned to return to pri- 
vate business. The new appointment 
must be confirmed by the state senate 
which is expected to act in the matter 
at a special session of the legislature 
soon to be called by the Governor on 
the subject of banning the use of rifles 
in the hunting of deer in populous lower 
Michigan counties. 
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Total Admitted 
Companies Capital Assets 


Firemen's Insurance Company of Newark, N. J. 
Organized 1855 


The Girard Fire & ———— Company 1,000,000. 10,147,710. 

National-Ben Fron ee Company 1,000,000. 9,795,730. 

Milwaukee Insronce Company of Milwaukee, Wis. 2,000,000. 26,621,995. 

The Metropolitan Conaly —_—e Co. of N. Y. 1,500,000. 34,858,112. 

Commercial detiiy — Company 1,000,000. 39,807,677. 
Organized | 

Royal General niauaael Company of Canada 100,000. 425,988. 


Organized 1906 


Pittsburgh Underwriters - Keystone Underwriters 


HOME OFFICE 
10 Park Place 
WESTERN DEPARTMENT Newark I, New Jersey 
120 So. LaSalle Street 


2 pes TAL Sp 
Chicago 3, Illinois > Fi 
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SOUTHWESTERN DEPARTMENT 
912 Commerce Street 

Dallas 2, Texas CANADIAN DEPARTMENTS 

800 Bay St., Toronto 2, Ontario 


535 Homer St., Vancouver, B. C. 





FINANCIAL STATEMENTS DECEMBER 31, 


Cc €£ 


1950 
VALUATIONS ON BASIS APPROVED BY NATIONAL ASSOCIATION OF INSURANCE COMMISSIONERS 


Liabilities 


6,856,269. 
6,388,425. 
17,269,325. 
26,225,057. 
30,226,458. 


24,127. 






Surplus to 


(except capital) Policyholders 
$12,625,000. $103,339,366. $59,095,773. $44,243,593. 


3,291,441. 
3,407,305. 
9,352,670. 


8,633,056. 


9,581,219. 


401,861. 


PACIFIC DEPARTMENT 
220 Bush Street 
San Francisco 6, Calif, 


FOREIGN DEPARTMENTS 
102 Maiden Lane 
New York 5, New York 


206 Sansome Street 


San Francisco 4, Calif. 
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Sat. Eve. Post Story 
On 1950 Windstorm 


RESULT OF WIDE RESEARCH 
Roger Butterfield Works With Fire 
Organization to Get Material for 
Human Interest Items 
The big windstorm of 1950, which cost 
fire insurance companies $150,000,000, is 
featured in the leading article in the 
Saturday Evening Post’s November 24th 

issue. 

Written by Roger Butterfield, noted 
American historian, the article “The Big 
Wind: It Cost $100,000 a Minute,” is the 
result of several months’ research and 
interviewing on the part played by the 
insurance business in what the Weather 
Bureau calls “the worst storm ever ex- 
perienced over the eastern part of the 
country. 


Smallest Claim $1.17 


Mr. Butterfield describes many human 
interest incidents resulting from the 
storm, such as the smallest claim known 
to have been paid. It was $1.17 for a 
single pane of glass. The largest was 
reported to be $284,000 for machinery 
and a stock of cashmere sweaters ruined 
when the roof was blown off a knitting 
mill. 

The Post describes the storm as “the 
worst disaster that ever struck the 
American insurance business. During 
the past year 622 insurance companies 
have paid out nearly $150,000,000 for 
damage done by the storm and they 
are still paying. In terms of the area 


covered—a half million square miles— 
the number of insurance holders af- 
fected, and the amount of work re- 


quired to investigate and settle claims, 
there has never been disaster as big. 
In terms of dollars, only the San Fran- 
cisco earthquake and fire of 1906 was 
bigger.” 

No insurance company was financially 
broken by last winter’s storm, Mr. But- 
terfield says, adding, “This is not very 
surprising in view of the fact that the 
combined assets of stock and mutual 
fire insurance companies for 1950 were 
$7,127,069,306,” and the statutory under- 
writing profits of these 622 companies 
for 1950 were $231,544,804. (However, 
this latter figure is before taxes and 
for all lines of business. In addition, the 
figure is for 1950, whereas a large por- 
tion of the November storm losses was 
paid in 1951, it should be pointed out.) 

To obtain the story, Mr. Butterfield 
worked with the National Board of Fire 
Underwriters, General Adjustment Bu- 
reau, National Association of Inde- 
pendent Adjusters, visited several fire 
insurance companies, and talked with 
adjusters and agents in many cities 
throughout the storm area. 

MUTUAL | FIELDMEN TO MEET 

The New England 1752 Club, com- 
posed of fieldmen of mutual fire com- 
panies, will meet on December 7 at 
the Meadows at Framingham, Mass. 
Howard Jensen, local agent of Spring- 
field, will speak at the morning ses- 
sion, starting at 10:30 o'clock, on what 
the producer expects from a_ special 
ugent. Analysis and use of reports on 
risks will be discussed following lunch- 
eon. Lester Hourigan of Underwriters 
Reports, Inc., will be the ‘Speaker. 

BINGHAMTON WOMEN MEET 

The Insurance Women’s Club of 
Binghamton, N. Y., heard a talk on “Re- 
habilitation In Industry,” by Phyllis 
Malatier of White Plains, N. Y., repre- 
sentative of the American Mutual Lia- 
bility. The meeting was held in the 
Hotel Arlington, Bing rhamton, N. Y 
ORLANDO AGENCY CHARTERED 

Brinkman-Gay Agency, Inc., of Or- 
lando, Fla., has obtained a charter from 
the Secretary of State to engage in the 
business of writing insurance. Author- 
ized capital stock is 30 shares, no par 
value. Incorporators are W. C. Brink- 


man, E. B. Gay and H. F. Curry. 


INSURANCE SOCIETY CLASSES 


Will Again Offer Courses in Fire Insur- 
ance for Casualty Men and Casualty 
Insurance for Fire Men 

Classes in fire insurance for casualty 
men and in casualty insurance for fire 
men are again offered by the Insurance 
Society of New York in response to 
many requests for this instruction. Be- 
ginning early in December, each course 
will run for 20 weeks, with one two-hour 
lecture (5:30 to 7:30 p.m.) each week. 

The purpose of the courses is to ren- 
der practical assistance to employes of 
those companies which are preparing to 
underwrite new lines of business. Fire 
insurance will be presented to the casu- 
alty men and vice versa so that similari- 
ties and differences will be emphasized— 
particularly differences in basic concepts 
and practical approach. Special consid- 
eration will be given to company struc- 
ture including the departmental functions 
pertaining to production, accounting, un- 
derwriting, and claim adjusting; also to 
coverages offered, reinsurance, and 
forms attached to policies. 

The courses will be virtually a repeti- 
tion of the lectures given two years ago 
to similar groups. At that time the re- 
sponse was so great that the classes 
had to be run in sections. Another sur- 
prise was the number of senior execu- 
tives who enrolled—several vice presi- 
dents and company secretaries appear- 
ing on the roster. 

Registration is now being taken at the 
society’s offices. The tuition fee is $40 
for each course. This instruction is not 
available to veterans under the provi- 
sions of the GI bill, neither does it carry 
credit towards any of the school’s cer- 





tificates. 


Christmas Fire Safety 
Data Is Now Available 


Insurance agents can now obtain 
pamphlets and an information sheet from 
the National Board of Fire Underwriters 
on winter and Christmas fire safety. The 
pamphlet, called “Keep Your Christmas 
Merry,” describes the hazards present in 
homes during the holiday season and 
lists precautions which can reduce these 
fires. The agent can use the two-color, 
three by six inch pamphlet as a mailing 
piece or supply it to local merchants for 
distribution. 

Agents can use the information sheet, 
called “Facts About Holiday Fire Haz- 
ards,” to assist their local newspaper 
editors and radio station program man- 
agers in pointing out the dangers of 
winter and holiday fires. This fact sheet 
contains news stories, a cartoon stressing 
Christmas fire safey and a chart showing 
that the winter months have the largest 
fire losses. Newspaper mats are available 
of the cartoon and chart which can be 
used by the agent in his printed adver- 
tisements or display work. 

To obtain the pamphlets and fact sheet, 
insurance agents are urged to place their 
order at once with the National Board of 
Fire Underwriters, 85 John Street, New 
York 
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GOOD OPPORTUNITY FOR FIELD MAN 


Old line stock fire insurance company has opening for 
a fieldman in Connecticut, Western Massachusetts and 
Rhode Island territory. State qualifications and experi- 
ence. Address Box 2059, The Eastern Underwriter, 41 
Maiden Lane, New York 38, New York. 








Clifford Ladd in Local 
Agency of Father in Maine 


E. Clifford Ladd, for 17 years special 
agent for the Commercial Union Assur- 
ance in the adjustment department, has 


returned to his native Rockland, Me., 
home to join in the insurance business 


of his father, Walter C. Ladd and his 
brother, Edward R. Ladd. 

E. Clifford Ladd’s career as_ special 
agent sent him into Ohio, Kentucky, 


Tennessee, New York and the New 
England states. He was “in-on” the 
famous Brink’s Boston, Mass., holdup 


case, as his firm had to investigate sev- 
eral thousand checks and other items 
relative to the big robbery and claims 
resulting from it. 

In 1939 Mr. Ladd was 
set up protective devices in the fine 
arts exhibit at New York’s World’s 
Fair, one of the greatest collection of 
art objects ever gathered in one expo- 
sition. He recalls another interesting 
incident in which a violinist had_ his 
Stradivarius insured for $25,000. Mr. 
Ladd had to make arrangements to have 
the instrument repaired after a stout 
women had sat upon it by accident. The 
repair bill came to $8,000. 


detailed to 


Mulder in New York City 
For the Fireman’s Fund 


The Fireman’s Fund announces ap- 
pointment of William Mulder, Jr., as a 
special representative in New York City. 
He is a graduate of Columbia Univer- 
sity, was among the first to receive the 
designation of CPCU, and has had many 
years experience in the fire and allied 
insurance fields. 


Fire Losses Rise 9% 


Estimated fire losses in the United 
States during October were $54,660,000, 
it is announced by Lewis A. Vincent, 
general manager of the National Board 
of Fire Underwriters. This is an in- 
crease of 9.4% over losses of $49,953,000 
reported for October, 1950, and an in- 
crease of 2.4% over losses of $53,398,- 
000 reported for September, 1951. 

Losses for the first 10 months of 1951 
now total $603,135,000, an increase. of 
6.5% over the first ten months of 1950, 
which totaled $565,850,000. 
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Multiple Peril Rating 
Licensed in 28 Areas 


Roy C. McCullough, manager of the 
Multiple Peril Insurance Rating Organi- 
zation, announces that the organization 
has been licensed to act as a rating 
organization in 28 jurisdictions as fol- 
lows: 

Arkansas, California, Connecticut, 
Delaware, Georgia, Hawaii, Idaho, Illi- 
nois, Iowa, Kentucky, Maine, Maryland, 
Michigan, Minnesota, Nebraska, Ne- 
vada, New Hampshire, New Mexico, 
New York, North Carolina, North Da- 
kota, Oregon, Pennsylvania, South Caro- 
lina, Tennessee, Utah, Vermont, Wyo- 
ming. 

The Multiple Peril Insurance Rating 
Organization was recently formed for 
the purpose of developing rates, rules 
and forms of coverage for multiple line 
policies written for an indivisible pre- 
mium. 


Corrigan President of 
Missouri Agents Ass’n 


James V. Corrigan of the Corrigan 
Insurance Agency in Cape Girardeau, 
Mo., has been named president of the 
Missouri Association of Insurance 
Agents. Mr. Corrigan, who also is 
president of the Southeast Missouri In- 


surance Agents Association, succeeds 
George Oppenheimer of the Oppen- 
heimer Brothers Agency of Kansas 
City. Mr. Oppenheimer was elected 


chairman of the executive committee to 
succeed John J. O’Toole, secretary of 
the F. D. Hirschberg & Co., Inc., agency 
of St. Louis, Mo. : 
Other officers elected are first vice 


president, Joe Jackson, Jr. Jackson 
Insurance Agency, Maryville; second 
vice president, Oden Prowell, George 


D. Capen & Co., St. Louis; third vice 
president, Fred V. Griffith, Jr., head of 
the W. B. Johnson & Co. agency, Kan- 
sas City, and for many years an officer 
and active in the Insurance Agents As- 
sociation of Kansas City; secretary- 
treasurer, Robert Chapman, St. Louis, 
and national director from Missouri, 
William Dunham, vice president, Mer- 
cantile Insurance Agency, St. Louis, 
Mo. Bennett G. Gregory of St. Louis 
is the executive secretary. His is an 
appointive position, 


WALTER W. WADDILL DIES 

Walter W. Waddill, 68, for many 
years engaged in insurance at Danville, 
Va., died November 7 at Memorial Hos- 
pital. He was the last partner of an 
insurance firm founded by Mr. Wad- 
dill’s father, the late Gilmore Holland, 
and Maurice Flinn. Mr. Waddill had 
been in the insurance business ever 
since leaving Georgia School of Tech- 


nology. The deceased is survived by his 
widow, two daughters, a sister and a 
brother. 


OPENS AGENCY IN MEMPHIS 

Ralph A. McCool, formerly of Jackson, 
Miss., has opened the Ralph A. McCool 
Insurance Agency, Inc., in the Bomah 
Center Building at Union and Cleveland 
in Memphis, Tenn. ; 

Mr. McCool, who was in the insur- 
ance business three years at Jackson, 
comes from a family long active in 
insurance circles. Emmett McCool, a 
brother, owns an agency in Jackson and 
George Ratliff, a brother-in-law, is ac- 
tive in the mutual field there. 
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Complementary Nature of Work of 


Insurance and Law Departments 


How the legal and insurance depart- 
ments of a large insurance buyer can 


improve their coordination was set 
forth by Charles J. Fellrath, associate 
counsel, Ford Motor Co., Dearborn, 


Mich., when he spoke before the recent 
Insurance Conference of the American 
Management Association at Chicago. He 
pointed out that the lawyer has always 
been an important factor in insurance 
because the very basis of the business 
is the insurance contract itself. In dis- 
cussing the complementary nature of 
the work of the insurance and law de- 
partments of an assured he used four 


headings as a framework. They were 
contractual relationships of the com- 
pany, coverage of the company’s own 
property, claims and _ liabilities, and 
Group insurance and retirement. 
Contractual Relationships 
“Under contractual relationships,” said 


Mr. Fellrath, “we know that agreements 
covering the purchase or sale of real 
or personal property, or services, the 
leasing of property to or from others 
and all such legal instruments create, 
increase or diminish risks with respect 
to the company’s own properties and 
its liabilities to others. So any such 
instruments drafted by or submitted to 
the law department for review, except 
standard forms, are referred in my com- 
pany to the insurance department. 
“These referrals point out any unusual 
situations apparent to the lawyer which 
might involve risks for which the in- 
surance department would wish to ob- 
tain coverage. The insurance depart- 
ment also wants to know when an out- 
sider assumes any liability or agrees to 
provide insurance to protect the com- 


pany, so that it can inquire into the 
kind of coverage. 

“Then, too, during the negotiation 
phase of important transactions, the 


lawyer frequently finds it most helpful 
to call in a member of the insurance 
department. The insurance man recog- 
nizes areas of risk, helps define their 
limits and suggests means of protection 
which sometimes avoid the necessity 
of long and laborious bargaining be- 
tween the parties to the transaction. 
“In the field of defense contracts— 
of which we have quite a few—we have 
found it advisable for the insurance 
and legal departments to conduct a 
joint review of the company’s insurance 
program as it applies to defense opera- 
tions. For example, a company might 
normally self-insure for fire and ex- 
tended coverage in its civilian work, but 
decide to purchase insurance on these 
risks in its defense operations. One of 
the purposes of the review is to make 
sure that insurance premiums will be 
allowed under defense contracts. 


Coverage of Own Property 

“As to coverage of the company’s own 
property, the risks attendant upon own- 
ership are, of course, well defined, and 
ordinarily legal has no problems in con- 
nection with them. Sometimes, however, 
there may be questions in regard to 
ownership. 

“The proposed war damage legislation 
is another subject requiring the joint 
efforts of insurance and legal. Neither 
department alone is fully qualified for 
the assignment. 

“My third heading is claims and lia- 
bilities. In litigation arising out of cer- 
tain types of liability, it is desirable, 
even when the company has full cover- 
age, to have close cooperation between 
the insurance carrier’s counsel and the 


legal department of the company. One 
example of this is product liability. We 
believe that company lawyers should be 
fully informed of legal defenses and po- 
sitions taken by insurance counsel so 
that a consistent company policy may 
be maintained in defending such claims. 
Company lawyers can provide invaluable 
as sistance to insurance lawyers in pro- 
viding factual information, arranging 
for company witnesses and furnishing 
information as to points of law. 





Group Insurance and Retirement 


“Finally, the activities of the two de- 
partments are also closely related in the 
formulation and administration of 
Group insurance and retirement pro- 
grams. The lawyers assist in the draft- 
ing of Group insurance contracts and 
check the requirements of the various 
state laws applicable to Group insur- 
ance contracts. Where standards of 
benefits to be provided have’ been 
arrived at through collective bargaining, 
legal advises insurance as to whether 
proposed insurance contracts comply 
with these standards. Certificates of 
coverage and booklets explaining the 
coverage to employes are reviewed by 
legal. And it is legal’s duty to see that 
deductions from the pay of employes 
are in keeping with state laws. 

“Although trusteed retirement plans 
are not strictly an ‘insurance’ activity, 
many of the problems and procedures 
are similar to those involved in Group 
insurance. The administration of such 
plans by the insurance department re- 
quires close liaison with legal in addi- 
tional respects. Among them are the 
trust agreement, qualifications for tax 
purposes (in the absence of separate tax 
counsel), and interpret ations of the 
plan, including questions of eligibility 
to receive benefits.” 


Millers National Sales 


Material on Marine Lines 


Millers National and _ Illinois Fire 
Group, Chicago, are acquainting agents 
with the sales potentials of marine busi- 
ness through the introduction of a 
handy, ready-to-use portfolio. 

This portfolio which contains appli- 
cations on all of the common marine 
forms with details of the coverage and 
rates, wherever possible, is now being 
made available for distribution. Its ac- 
ceptance as an effective working tool 
was: tested at a recent national conven- 
tion in Chicago. 

“We believe this portfolio will bring 
agents to a realization of the underde- 
veloped marine market in their com- 
munities,” stated C. C. Foster, assistant 
vice president. “A better knowledge of 
the many available marine forms can 
help uncover many new sources of busi- 
ness among the agent’s prospects and 
present assureds.” The portfolio is 
available to interested agents. 


HAL E. CRUM DIES AT 47 

Hal E. Crum, 47 vears of age, secre- 
tary of the Republic Insurance Co. of 
Dallas, Tex., and an authority on ma- 
rine insurance, died November 17 on a 
deer hunting trip. Death was attributed 
to a heart attack. He gained his early 
insurance experience with a reinsurance 
firm and in 1935 went with the Republic 
to establish the inland marine depart- 
ment. ‘ 
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New York Mariners Hear 


Talk on Fur Vaults 

W. Robert Powers, technical con- 
sultant and engineer of the Furriers 
Customers Reinsurance Syndicate, was 
the principal speaker at the monthly 
meeting of the New York Mariners 
Club on November 20. About 75 mem- 
bers assembled at 2 Park Avenue to 
hear Mr. Powers discuss construction 
of fur vaults and special hazards that 


have to be watched. He told the Marin- 
ers that the greatest hazard to a fur 
vault is the possibility of fire starting 
from improper electrical wiring. 

Skipper Jerry Mulvehill of the Home 
presided and it was decided that the 
December meeting of the group would 
be a dinner and cocktail party with 
entertainment provided by the program 
committee. 


Plans Considered for New 
Dearborn National Co. 


not yet reviewed by 
Commissioner Joseph A. Navarre of the 
Michigan Department, has been ad- 
vanced to reorganize into a single car- 
rier, the David A. Broderick compa- 
nies of Detroit, the Dearborn National 
and the Dearborn National Casualty. 

John T. Higgins, vice president and 
counsel for the carriers, in seeking 
ceptance of a surety tender in connec- 
tion with a plea for a stay of receiver- 
ship proc eedings instigated by the Com- 
missioner, is urging a custodial interim 
receivership pending organization of a 
proposed new multiple line carrier. 
Maurice Moule, assistant attorney gen- 
eral handling the litigation for the De- 
partment, said the proposal involves re- 
insurance of all business carried with 
the new carrier until such time as it had 
increased its surplus to a point where it 
could qualify for licensing, with $200,- 
000 of capital stock and $100,000. sur- 
plus. 


A new proposal, 


ac- 


Philadelphia Mariners Meet 

The Mariners Club of Philadelphia, 
whose members consist of leading ma- 
rine underwriters in the city, held its 
monthly luncheon meeting at Bookbind- 


ers Restaurant, November 19. Guest 
speaker was John Paul, district man- 
ager of Middle Atlantic States Motor 


Carriers Conference, who spoke on rate 
tariffs, released bills of lading and many 


other aspects of the trucking industry 
relative to cargo insurance. 5 
Particular interest was given to his 
comment that it is the desire of mo- 
tor carriers generally, when given ad- 
vance notice, to provide proper facili- 


ties such as special equipment and good 
drivers, when handling cargoes of an 
unusual character. 





American Marine Insurance 
Clearing House Elects 


sixth annual meeting of the 

Marine Insurance Clearing 
November 15, W. Irving 
Plitt, vice president of the Atlantic 
Mutual Insurance Company, was _ re- 
elected chairman for another year. 

Fred Thieringer, vice president of 
Appleton & Cox, Inc., was elected vice 
chairman, and T. M. Torrey, assistant 
manager of the Insurance Company of 
North America, was appointed treasurer 
The secretary of this organization is 
Edward R. King, 


At the 
American 
House held 





Inland Marine Premiums in 


1950 Totaled $255,546,000 


The Inland Marine Insurance 
reports that total inland 
miums written in 1950 by 
and by members of the 
Insurance Rating Bureau 
$255,546,033. In March 
derwriter indicated that the Bureau 
figures would be around $258,000,000, 
compared to $246,000,000 in 1949. This 
paper’s estimate was about $2,500,000 in 
excess of actual 1950 results. With losses 
paid of $101,327,242 the 1950 ratio 
on losses paid to premiums written was 
just under 40% 

Personal property 


Bureau 
marine pre- 
stock carriers 
Transportation 
amounted to 
The Eastern Un- 


loss 


floater premiums 


were over $47,000,000 with the joss ratio 
on full coverage premiums 68% and on 
deductible coverage business 38%. Per- 


onal jewelry premiums totaled $31,000,000 
with a 46% loss ratio. Motor truck cargo 


premiums were $28,775,198 with a loss 
ratio of just under 28%. Transportation 
premiums exceeded $15,000,000 with a 
loss ratio of around 28%. Contractors 
equipment floater premiums went to 
$13,648,498 with a loss ratio of 39% 
Personal fur premiums exceeded $12,- 
000,000 and = furriers customers’ pre- 
miums were over $5,000,000. Bailees 
customers income was $8,282,065 with 
a loss ratio of 31% 


Piercey Claims Manager 
For Planet Insurance Co. 


Fred W. Piercey has been appointed 
manager of the claims department at the 


home office of the Planet Insurance 
Company, Detroit, fire and marine af- 
filiate of the Standard Accident. Mr. 
Piercey started with Standard Accident 


in 1941 as a claims adjuster on automo- 
bile and liability claims and in 1945 was 
assigned to Planet claim supervision. 
Previous to joining Standard Accident 
he had twelve years of insurance expe- 
rience. He is a graduate of the Detroit 
College of Law. 


State Farm Mutual Makes 


Auto Rate Revisions 
Automobile insurance rate adjustments 
for Michigan, Mississippi, Tennessee 
and the District of Columbia have been 
announced by the State Farm Mutual 
Automobile Insurance Co. as a part of 
its 1951 rate revision program. The 
changes became effective November 12 
to both new and renewal business. 
In Michigan the only increase is on 
bodily injury and property damage for 
private passenger cars, up an average 
of 99%. For comprehensive coverage, 
private passenger car rates are reduced 
an average of 14.2% and commercial 
car rates 25%. The emergency road 
service rate is reduced 20% on passen- 
ger vehicles. Collision rates are un- 
changed. 

The Mississippi changes are all down- 
ward and confined to physical damage 
coverages. In Tennessee and the Dis- 
trict of Columbia, small bodily injury 
and property damage increases are 
combined with sizable reductions on 
the physical damage lines. 

As an independent company, 
Farm Mutual makes its own rates, 
based on the driving records of its 
members in each area, except in a few 
states where rates are prescribed bv 
state authorities. With its six-month 
policy term, rate changes can be made 
effective quickly. 
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Nat’l Bureau Files for 
Higher Boiler Rates 


REVISION TO BE NATIONWIDE 





Over-all Effect Will Be Average In- 
crease of 20% in Rate Level for 
Direct Damage Lines 





A nationwide revision in boiler and 
machinery insurance rates has been filed 
in the past few weeks by the National 
Bureau of Casualty Underwriters in all 
states with a few exceptions where the 
filings will be made in due course. Nine 
states to date have approved the new 
rates. This is the first rate revision for 
B. & M. insurance proposed since 1948 
when an average increase of 19.7% was 
approved, effective December 1, 1948. 

Over-all effect of the revision will be 
an average increase of 20% in the 
manual premium level for the direct 
damage B. & M. lines of boiler object 
and machinery object. Specifically, the 
bureau has proposed 24.7% increase for 
boiler object rates and 18.2% increase 
for machinery object rates. No change, 
however, is contemplated in any of the 
indirect damage rates. The bureau inti- 
mates that such filings may be made 
if and when the situation, particularly 
as pertains to replacement of parts and 
repair of machinery, becomes stabilized. 

In arriving at its proposed rate in- 
creases the bureau employed a rating 
formula which contained a 5% provision 
for profit and contingencies. Previously 
this was 2.5%. Loss experience and in- 
creased inspection costs were cited in 
the filings as responsible for the pro- 
posed higher rates. Underwriting ex- 
perience pointed to an increase of 9.5%, 
while higher inspection costs indicated 
a rate jump of approximately 12%. 

North Carolina is one of the states 
in which the B. & M. revision will be 
considered at a public hearing which 
has been set for December 12 in Ra- 
leich by Insurance Commissioner Waldo 
C. Cheek. Since individual states have 
insufficient premiums or losses on which 
to base credible rates, the experience 
incurred in all states is grouped for 
this purpose. Calendar year 1949 pre- 
mium writings in North Carolina for all 
B. & M. lines, both direct and indirect, 
amounted to $920,862. The proposed in- 
crease in this state if approved will 
mean approximately $100,000 a year in 
additional premiums. 


WILL HOLD INSURANCE CLINIC 





Cann and Goodwin to Conduct Program 
of New York Buyers for Drug 
and Chemical Industry 

An “insurance clinic” for the drug 
and chemical industry will be held from 
2 to 4:30 at the Hotel Martinique, New 
York City, December 5. This “clinic” is 
sponsored by the New York Chapter, 
National Insurance Buyers Association, 
Inc., and is open to members and non- 
members, without charge. 

Ward H. Cann, E. R. Squibb & Sons, 
and H. Stanley Goodwin, McKesson- 
Robins, will conduct the “clinic.” 

Reservations may be made by con- 
tacting the New York Chapter offices 
at 79 John Street or phoning WO 4-0648. 

F. & D. EXTRA DIVIDEND | 

Directors of the Fidelity & Deposit 
have declared an extra dividend of 40 
cents a share on the company’s out- 
standing capital stock, payable Decem- 
ber 18 to stockholders of record No- 
vember 30. This extra disbursement will 
bring the company’s total dividend pay- 
ments for the current year to $3 a share 
on the 300,000 shares of capital stock 
now outstanding. 


Rhea Hurd, Jr., Named V. P. 


Of Insurance Ad Conference 

E. Rhea Hurd, Jr., advertising man- 
ager of American - Associated Insurance 
Companies of St. Louis, has been ap- 
pointed vice president and program di- 


rector of the Insurance Advertising 
Conference by action of its executive 
committee. Mr. Hurd succeeds Ralph 
C. Blatchford, formerly advertising man- 
ager of the Employers’ Group, who has 
reluctantly resigned from the IAC as he 
has joined the advertising agency of 
Batten, Barton, Durstine & Osborn in 
its Boston office as account executive. 

Rhea Hurd, one of IAC’s most active 
members, has had 17 years’ experience 
in advertising, sales promotion and pub- 
lic relations, the past 11 of which have 
been directly connected with insurance. 
He has written articles on insurance ad- 
vertising; has made agency convention 
speeches on the subject, and has served 
as instructor at several advanced agen- 
cy management schools. 


Kerner Vice President of 
United States Guarantee 


At a meeting of the board of di- 
rectors of the United States Guarantee 
Co. held November 19, Alexander Ker- 
ner was elected a vice president of the 
company. Mr. Kerner joined the com- 
pany in 1938 as assistant manager of the 
claim and legal department. Subse- 
quently he managed the bankers blanket 
bond department and, since 1949, he has 
headed the contract bond department, 
in which capacity he will continue. 


E. RHEA HURD, JR. 





Europeans in United States 
To Study Industrial Safety 


Eleven representatives of Government, 
industry, labor and medicine from 
France, Greece, Italy and Belgium have 
arrived in the United States to partici- 
pate in an eight-week course of study 
of industrial safety and health practices 
in this country, according to Secretary 
of Labor Maurice J. Tobin. 

The group is the fourth in a series 
sponsored by the Economic Cooperation 
Administration (Marshall Plan agency) 
in cooperation with the Bureau of Labor 
Standards and the U. S. Department of 
Labor, in an effort to acquaint Euro- 
pean nations with methods utilized in 
the United States to reduce accidental 
death and injury in industry. 
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Devises New Plan for 

Druggists’ Liability 
SEPARATE MANUAL PREPARED 
Policy Provides, in Elfect; Product Lis: 


bility for Retail Drug Stores Both 
On and Off the Store Premises 








The National Bureau of Casualty Un- 
derwriters has announced a new under- 
writing program for druggists’ liability 
insurance. This program is expected to 
be applicable in all states (and in 
Alaska, District of Columbia and Puerto 
Rico) effective December 17, except in 
Texas for which the Texas Board of 
Insurance Commissioners will issue sep- 
arate announcement. It has already been 
cleared in all but the following states 


where it is_ still pending: Georgia, 
Louisiana, Michigan, Minnesota, New 
Jersey, Ohio, Oklahoma, Texas, Vir- 


ginia and West Virginia. 

A new standard provisions druggists’ 
liability policy has been developed and a 
separate druggists’ liability manual has 
been prepared incorporating details of 
coverage, exclusions, underwriting rules, 
classifications and rates. The classifica- 
tions and rates for retail drug stores 
now contained in the product liability 
manual have been eliminated. Owners’, 
landlords’ and tenants’ classifications for 
retail drug stores will continue to apply, 
as druggists’ liability insurance does not 
cover any of the hazards contemplated 
by these classifications. 

Covers Retail Drug Stores 

_ Druggists’ liability insurance provides, 
in effect, product liability insurance for 
retail drug stores both on and off the 
store premises, including coverage for 
errors or mistakes made in selling, pre- 
paring, compounding, dispensing or de- 
livering drugs or medicines. In general, 
the rules of this new manual follow the 
form and content of the product liability 
manual. Important departures from the 
latter manual, together with other com- 
ments on druggists’ liability insurance 
follow. 

Druggists’ liability insurance provides 
combined bodily injury and property 
damage liability insurance on an “oc- 
currence” basis. Coverage applies to 
injuries occurring during the policy 
period. Such injuries are covered re- 
gardless of when the goods or products 
causing injury were sold, provided they 
were sold at premises covered by the 
policy. 

“Insured” is defined as including the 
named insured and also any partner. 
executive officer, director or stockholder 
thereof while acting within the scope of 
his duties as such. 

Definition of Premises 

“Premises” is defined as the retail 
drug stores designated in the policy and 
also any retail drug store which the 
named insured has discontinued using. 
Thus, coverage is provided for injury 
arising from goods sold from drug 
stores operated by the insured and also 
from stores which the insured has ceased 
to operate. 

The exclusions are similar to those in 
the product liability manual except that 
no exclusion applies to equipment or 
other property rented to or located for 
use of others, as druggists’ liability 
coverage includes this hazard, and as 
has been customary for druggists’ lia- 
bility insurance, injury, sickness, disease 
or death caused by wilful violation of a 
penal statute or ordinance is excluded. 
_ The basic limits of liawility, bodily 
injury and property damage combined, 
are $5,000 per claim with an aggregate 
of $15,000 per policy per annum, these 
limits applying separately to each store. 

Two Bases of Premium Charge 


There are two bases of premium 
charge, “receipts” and “per store.” The 
latter basis of premium applies to each 
store having annual receipts of less than 
50,000. The “receipts” basis of rating 
applies to each store having annual re- 
ceipts of $50,000 or more. The unit of 
exposure to which the “receipts” rate 
is applied is each $1,000 of receipts. 

In California, Connecticut, District of 
(Continued on Page 
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Proposed Massachusetts 
Auto Rates Bring Crisis 


CALLED GROSSLY INADEQUATE 


Increase of 9.7% Allowed by Commis- 
sioner; Companies Expected to Resort 
to Court to Obtain 22.5% Increase 


Boston—The announcement of a 9.7% 
increase in Massachusetts compulsory 
automobile insurance rates—and added 
cost to motorists of $3,360,000—by Insur- 
ance Commissioner Dennis E. Sullivan, 
plunges the insurance companies into a 
“crisis of major proportions because of 
its inadequacy,” it is said. 

“There is hardly an insurance com- 
pany which could write compulsory in- 
surance at anything but a loss under 
the rate level announced by the Com- 
missioner,” it was set forth by the 
casualty insurance companies serving 
Massachusetts in the wake of the Sulli- 
van announcement. 

The insurance companies also an- 
nounced that they would turn to the 
courts if necessary to obtain a 22.5% 
increase, which they claim is a necessary 
minimum in order to stay in business. 

Will Amount to Confiscation 

It will amount to confiscation if the 
state forces them to underwrite com- 
pulsory personal injury insurance under 
the proposed rate in this era of infla- 
tion and high accident claim frequency, 
the companies declare. Some threatened 
to withdraw from this type of business 
entirely. 

John O’Connor, executive secretary of 
the casualty company group said: “The 
1952 rates just announced by Commis- 
sioner Sullivan are grossly inadequate 
in this current era of more frequent ac- 
cidents and skyrocketing claims and 
costs. 

“In Massachusetts the duty of set- 
ting up compulsory automobile insur- 
ance rates is exclusively the function 
of the State Insurance Commissioner. 
The bulk of the statistics used by the 
Commissioner in arriving at the 1952 
rates were obtained by him from the 
insurance companies early in Septem- 
ber, and have been subject to investiga- 
tion by his Department. There can be 
no doubt as to the reliability of the 
basic statistics furnished on which the 
companies rest their contention. 

Confronted With Crisis 

“The companies are now confronted 
with a crisis of major dimensions as 
there is scarcely an insurance company 
which could write compulsory insurance 
at anything but a loss under the rate 
level reached by the Commissioner. 

“This simply presents a situation un- 
der which the rates will not provide 
funds to pay for the tremendous in- 
crease in accident claims and rising ex- 
penses. 

“Conditions which make the Commis- 
sioner’s proposed rates hopelessly inade- 
quate are well known to the motoring 
public. An emergency exists, brought 
on by increased accidents and inflation. 

“Efforts to improve highway safety 
conditions by accident prevention meas- 
ures and policing have not succeeded in 
curbing the upward trend in accident 
frequency. The trend is still continuing 
and accident frequency (in relation to 
cars on the road) for nine months of 
1951 is 4.9% above that for the same 
nine months of 1950. 

Condition Is Countrywide 

“This emergency situation is not pecu- 
liar to Massachusetts alone but is a 
condition that developed countrywide 
during 1950 and 1951. It has been recog- 
nized, as evidenced by the fact that 
emergency automobile bodily injury rate 
increases. have been put into effect dur- 
ing 1951 in 36 states. 

“The Commissioner appears to have 
based his rates on the average of the 
losses for the years 1948, 1949 and 1950. 
In view of the sharp increase in acci- 
dent frequency between 1949 and 1950 
and the present rapidly rising costs, the 
insurance companies contend that the 
Commissioner should have used only 
the most recent available statistics, those 
for 1950. Figures for the earlier years, 





Texas Underwriters and Agents 


Groggy Over Excess Limits Figure 


By Joun E. Pucketre 


Austin—Substantial increases in rates 
for excess limits under automobile lia- 
bility policies, to b effective De- 
cember 1, were announced November 23 
by the Texas Board of Insurance Com- 
missioners and released through the 
Texas Automobile Insurance Service 
Office. For the most part, the increases 
are in line with those requested by 
companies at the public hearing held in 
Austin early this month. 





Dallas—Automobile underwriters and 
agencies are groggy following wide- 
spread distribution of the brand-new 
experience figures solely for excess lim- 
its on automobile liability coverages in 
Texas, as supplied to the Board of In- 
surance Commissioners by company 
spokesmen. 

As far as known, the Texas figures 
are the first to be developed in detail 
covering only excess limits, and as a 
result the revision of rates for such 
business, which it is believed will be 
announced by December 1, may serve as 
a yardstick in hearings before other 
State Departments. Furthermore, as is 
widely known, the excess limits situa- 
tion is linked closely to the current 
problem of adequate casualty reinsur- 
ance facilities. 

The excess limits experience gives 
data.submitted by 61 companies, includ- 
ing nine Texas companies, and four 
groups, with the summaries including 
loss trend factors for 1949 and 1950 so 
as to give recognition to the mounting 
losses in excess limits brackets. 

1951 Trend Is Upward 

The Texas table on excess limits 
business reveals an over-all 73.3% loss 
ratio on total excess premiums of $6,- 
922,136 for the four years, 1947 to 1950. 
In addition, the weighted average for 
1948-50, using 20%, 30% and 50% for 
the three years respectively, gives a loss 





1948 and 1949, give no sound guide what- 
soever to the accident conditions and 
costs which can be expected to prevail 
in 1952. This is borne out by the un- 
favorable figures for nine months of 
1951. 

“Rising costs of living, hospital and 
medical care, wages, supplies, claim in- 
vestigation and other essentials account 
for a substantial part of the require- 
ment of insurance companies for in- 
creased rates. All available indications 
are that these will be considerably 
higher in 1952.” 

Motorists Up in Arms 

On the other hand, Massachusetts 
motorists are up in arms. They are de- 
manding that the Legislature establish a 
flat rate of $35. Already a bill has been 
filed on Beacon Hill calling for a state 
fund to handle all auto accident insur- 
ance claims. It calls for a three-man 
commission appointed by the Govern- 
ment to handle the fund. This measure 
provides a flat rate of $35 for private 
cars and motorcycles, $50 for commer- 
cial vehicles, $100 for taxis and $200 for 
rental automobiles. 

The state would take over the insur- 
ance from the companies which have 
said they lose money. Another proposal 
to be filed soon calls for the state to 
establish its own rating bureau for the 
fixing of the charges to be levied by the 
insurance companies. 

The first official action that may have 
a bearing on the 1952 rates will be on 
December 7, when the Insurance De- 
partment will conduct a public hearing 
on the tentative schedule announced by 
Commissioner Sullivan. At that time the 
insurance companies will probably ap- 
pear with data in support of their claim 
that the 9.7% increase is grossly inade- 
quate, as will the motorists who are as- 
serting that they are getting a raw deal. 





ratio of 81.5%. While no premiums or 
losses in 1951 were used in the table, 
company officials report that the trend 
is upward. 

The excess premiums and losses for 
the four years, as shown in the table, 
are as follows: pei e aroma ga of $1, - 
337,468 and losses of $662,109, for a ratio 
of 49.5%; 1948—premiums, $1,650,886, 
and losses, $1,036,047, for ratio of 628%; 
1949—premiums, $1,891,185, and_ losses, 
$1,646,654, for ratio of 87.1%, and 1950— 
premiums, $2,042,597, and losses, $1,726,- 
862, for ratio of 84.5%. 

The table was further divided into 
experience in five classes of risks—pri- 


vate passenger, commercial, long haul 
trucks, public passenger, and motor 
buses, with the table revealing that 


more than 75% of the excéss premiums 
were in the private passenger and com- 
mercial classes and about 17% in long 
haul trucks. 


Give Four-Year Totals 


The four-year totals for these three 
classes are: Private passenger—pre- 
miums, $2,589,114, and losses, $1,644,861, 
for ratio of 63.5% and weighted ratio 
for 1948-50 of 779%; commercial cars— 
premiums, $2,869,487, and losses, $2,- 
166,019, for ratio of 75.5% and weighted 
ratio for 1948-50 of 781%; long haul 
trucks—premiums, $1,052,736, and losses, 
$1,190,195, for ratio of 113.1% and 
weighted ratio for 1948-50 of 126%. 

The general table was supplemented 
by detailed exhibits. One showed the 
excess limits business of nine Texas 
companies in the several classes for the 
four years, with their loss ratios being 
86.3% for the period and 101.1% for the 
three-year weighted average. 

Other exhibits gave the combined ex- 
perience of all reporting companies 
broken down according to the amount 
of excess premiums and losses in eight 
brackets of liability limits, ranging up 
from $10/10,000 to $250/500,000 for each 
of the five classes of risks. 


Private Passenger Car Breakdown 

As an example, the breakdown for pri- 
vate passenger cars for 1947-50 shows 
the following excess premiums and loss 
ratios by brackets: Up to 10/10—pre- 
miums, $1,156,626, and loss ratio, 44.6%; 
up to 10/20—premiums, $576,490, and 
loss ratio, 68.4%; up to 20/40—pre- 
miums, $552,415, and ratio, 85.2%; 
up to 25/50— premiums, $143,380, and 
loss ratio, 67.2%; up to 50/100 premiums, 
$129,812, and loss ratio, 115.8%; up to 
100/200 — premiums, $22,896, and _ loss 
ratio, 77.5%; up to 100/300—premiums, 
$7,091, with no losses, and up to 250/500 
—premiums, $404, with no losses. 


loss 


Surety Ass’n Host to Press 

Representatives of insurance trade 
journals and daily newspapers in New 
York were the guests November 29 of 
the Surety Association of America at 
a Bankers Club luncheon party. This is 
an annual affair, inaugurated by Martin 
W. Lewis, general manager of the 
ciation, at which good fellowship reigns 
supreme. There are no speeches to re- 
port; no deadlines to meet. It was an 
enjoyable occasion. 


asso- 


Otis Analyzes ‘Vertical 
Transportation Accidents 


Otis Elevator Co. has issued its fourth 
statistical analysis of accidents on all 
types of vertical transportation. It cov- 
ers 1,674 accidents on all types and 
makes of passenger and freight ele- 
vators, moving stairways and automatic 
elevators and dumbwaiters. It was com- 


piled by Gavin Watson, assistant to the 
chief engineer of the company. 


Stanz Sees Danger in 
Casualty Market Dearth 


ADDRESSES BROOKLYN AGENTS 
Asks if Casualty Companies Are in Cam- 
paign to Eliminate Agents in Metro- 
politan New York Area 





Declaring that the casualty busi iness in 
the metropolitan New York area is as- 
suming the proportions of a crisis, W. F. 
Stanz spoke before the Brooklyn In- 
surance Agents Association, of which 
he is president, last week. On behalf 
of all producers in the area, Mr. Stanz 
asked that the companies appoint a rep- 
resentative committee to meet with a 
like committee representing the pro- 
ducers to study this “crisis in our busi- 
ness and start doing something about 


Mr. Stanz said that scarcely a week 
goes by without another agent being 
picked up by the company and that 
those agencies which have been able to 
retain their casualty connections are 
told to curtail their writings. Curt or- 
ders are handed down, he charged, not 
to take on any new brokers’ accounts 
and small brokers must be dropped as 
“unprofitable” to handle. 


Cannot Find Market 


Agencies which over the years have 
built up a volume of premiums, he said, 
suddenly find themselves out of the cas- 
ualty business, simply because they can- 
not find a market for their brokers’ 
accounts. The larger the volume, he 
added, the less possibility there is of 
getting another representation. 

Mr. Stanz further charged that com- 
pany officials are being quoted off the 
record as saying that they are not only 
willing, but glad, to see the automobile 
business go to the mutuals and the 
direct writers. The Insurance Depart- 
ment will hardly ignore the situation 
where the insuring public cannot buy 
coverage required by law “and that 
threat is more real than you think,” he 
said. He posed the following questions: 

“Are the casualty companies embarked 
on a campaign to eliminate agencies in 
this metropolitan area? Can it be that 
the agency commission—inadequate as 
it is for most agencies with Present high 
overhead costs—is the ‘crux’ of the situ- 
ation? If so, why cannot an increase in 
rates to take up this small percentage 
be obtained ? 

“Can the companies afford to simply 
stop writing so much of the coverage 
required in this metropolitan area? 

“Can any business—ours included— 
survive long without putting new  busi- 
ness on its books? 


Refuse Agency Appointments 


“Why are companies refusing agency 
appointments to offices whose loss rec- 
ord is good? 

“Why is a 
handicap? 

“Why are the fire companies who have 
gone into multiple line writing in most 
cases completely avoiding the metro- 
politan areas? 

“If rates are 
prove it and get increases? 

“If verdicts handed down by juries 
reflect present inflationary costs, why 
not go after compensating rates—the 
public is paying increases out of all 
proportions to the increases in insurance 
costs on everything else it buys. Why 
should it expect not to pay for increased 
costs in insurance? 

“How about our brokers? When the 
agency they have been trading with is 
closed, they must ‘peddle’ their business. 
Everywhere they go, their business is 
looked on with suspicion. 


volume of premiums a 


inadequate, why not 


Goes Beyond Underwriting Problem 


“Has the present situation not gone 
beyond being merely an underwriting 
problem? Is it not closer to a question 
of whether or not this business of ours 
—it is ours as much as that of the com- 
panies—is to perform the functions for 
which it is chartered, as a free enter- 
prise for profit, or are we ready to 


(Continued on Page 29) 
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Peter Drake’s Realistic 
View of Self-Insurance 


FISCAL STRENGTH IMPORTANT 

Cautions Ins. Buyers on Spread of Risk; 

Loss Prevention, Reserves, Excess of 
Loss Ins., Federal Income Taxes 


insurance manager of 


New York, dealt 


Peter Drake, 
W. T. Grant & Co., 
realistically with the subject, “Self- 
Insurance of Primary Limits and Ex- 
cess Coverage,” in speaking November 
15 before the insurance conference of 
American Management Association at 
the Drake Hotel, Chicago. The conclu- 
sion he reached was that with some of 
the larger industrial and mercantile 
firms where properties are widely dis- 
tributed and the fire hazard moderate, 
“self-insurance programs with excess 
insurance usually provide satisfactory 
and economical service.” Small firms, 
however, should not attempt to equal 
or surpass these self-insurance pro- 
grams, in Mr. Drake’s opinion, without 
possessing the financial and other char- 
acteristics required for such a system. 

Mr. Drake maintained that for a self- 
insurance plan to prove successful it 
must be financially strong “since self- 
insurance deals in the law of averages 
and must be prepared to sustain loss 
at the outset of its program. The plan 
must also have spread of risk. Further- 
more, the prospective self-insurer must 
be vigilant in his efforts to prevent 
losses for which he would be fully re- 
imbursed if he were insured with a 
commercial insurance company. 

The speaker said further that finan- 
cial provision must be made for meeting 
losses, and when losses occur they 
should be charged to the reserve as 
nearly as possible on a commercial 
company’s adjustment basis. It was also 
noted that self-insurance in the past 
has ignored the principle of reinsurance 
of excess liability which the insurance 
underwriter has always relied upon. 

Finally, Mr. Drake warned that com- 
panies considering for the first time the 
establishment of a self-insurance fund 
“may find that high Federal taxes now 
make it unwise to enter upon such plans 
despite other advantages of self-insur- 
ance. Reserves in excess of losses paid 
must be established from net income 
after taxes.” 

Risks Common to All Types of Business 

For purpose of illustration Mr. Drake 
directed attention to some risks that 
are common to all types of business. As 
to public liability he said that because 
of abnormal conditions, the cost of ex- 
cess cover is rising and, in some in- 
stances, “has reached the point where 
purchase of commercial insurance with 
retrospective rating may be more satis- 
factory than self-insurance.” However, 
the speaker considered the workmen’s 
compensation risk as particularly suited 
to self-insurance and said: “The self- 
insurance privilege is recognized by the 
laws of 42 states.” 

In the case of fidelity bonds he 
thought that self-insurance would hz ardly 
seem practical, particularly as the 
amount a trusted employe may steal is 
unpredictable. 

For boiler, pressure vessels and power 
generating equipment the insurance is 
usually purchased from commercial car- 
riers because of their expert inspection 
service. The elevator liability risk also 
falls in this category, he said. 

As to plate glass Mr. Drake said that 
since average breakage is slight, the 
risk may be self-insured. Transportation 
risks may be partially self-insured by 
the purchase of excess or catastrophe 
insurance. 

Deductible and Excess Fire Insurance 

Speaking of fire insurance the speaker 
recommended: “The number of units of 
property, and the insurance premiums 
applicable thereto, should be large in 
order to permit the normal application 
of the law of averages to operate. The 
self-insurer’s retention on each unit 


should be reasonably small and uniform. 


R.S. Henderson Urges Buyers Not to 
Overlook “Almost Impossible Risks” 


Ralph S. Henderson, executive vice 
president of Alexander & Alexander, 
Inc., New York, directed the attention 
of insurance buyers to the special lines 
of insurance in his address November 
16 at the Chicago gathering of Ameri- 
can Management Association’s insur- 
ance division. Specifically he had in 
mind such coverages as advertisers’ and 
broadcasters’ liability, collapse insur- 
ance, patent infringement, valuable pa- 
pers, armored car insurance, accounts 
receivable insurance, directors’ liability, 
builders’ risk interruption, consequential 
loss—raw stock in transit, malpractice 
and travel insurance. 

Mr. Henderson’s main point was that 
the lack of such coverages “may at 
some time result in serious embarrass- 
ment to an insurance program.” Sub- 
stantiating this point he said: “The 
incomplete insurance portfolio is an 
economic hazard, for the loss which 
occurs from the remote and seemingly 
improbable cause is just as devastating 
as the probable or likely occurrence. 
While we busy ourselves with better- 
ment and improvement of the essential 
coverages of fire and_ liability, and 
workmen’s compensation, are we over- 
looking those little almost impossible 
risks that, however remote, are as real 
as the termites boring throurh the 
foundation of the ‘old homestead’ while 
father is painting the roof and grandpa 
is watching television?” 

In developing his theme Mr. Hender- 
son gave helpful information as to the 
coverage provided under the special in- 
surance lines which he mentioned, and 
he was generous in his observations on 
each of them. Excerpts from his ad- 
dress follow: 

Liability 

“Advertisers’ and broadcasters’ liabil- 
ity insurance is snecially designed to 
protect those manufacturers who de- 
pend upon advertising to produce the 
retail consumption that modern, effi- 
cient and mass distribution requires. 
The policy is designed to indemnify the 
insured against loss from liability as a 
result of any final iudgment for money 
damages resulting from (a) libel, slan- 
der or defamation, or (b) any infringe- 
ment of either copyright or of property 
or contract rights, or (c) piracy, or 
any violation of privacy, committed in 
the conduct of the insured’s advertising 
activities. The manufacturer or dis- 
tributor may be added as an additional 


Advertisers’ and Broadcasters’ 





Excess insurance should be arranged 
with outside insurers assuming the bal- 
ance of any loss in excess of the self- 
insurer’s retention. Spread of risk is 
essential. One of the best ways to ascer- 
tain the amount subject to any one 
loss is to have the properties inspected 
by an engineering firm specializing in 
furnishing fire inspection reports. 

“The transfer to partial self-insurance 
should be gradual and rate of growth 
slow enough to develop soundly. The 
amount of excess insurance should be 
adequate to take care of a catastrophe. 
Loss statistics show that the smallest 
losses which occur most frequently tend 
to repeat themselves with a high degree 
of regularity and that the larger losses 
which occur less frequently tend to 
repeat themselves with less regularity.” 

In closing Mr. Drake said: “There 
exists a general demand for deductible 
and excess fire insurance coverage for 
legitimate insurance needs. However, 
before the average company purchases 
deductible fire insurance it should thor- 
oughly study the situation and give 
careful consideration to all the factors 
involved. Management should do its own 
thinking in arriving at a decision and 
should not be influenced by a lot of 
rhetorical theory by outsiders about 
the dangers involved.” 





interest under the advertising agency's 
policy. This type of insurance is, of 
course, attractive only to manufacturers 
whose product is placed on the general 
retail market and whose advertising is 
necessarily channeled to consumer level. 

“Collapse insurance covers the direct 
loss or damage caused by collapse of 
all or part of a building due to perils 
which are not included in the fire and 
extended coverage policy. It is necessary 
to secure special permission to provide 
coverage with respect to loss or damage 
occurring during (a) excavating opera- 
tions on the insured premises or adja- 
cent thereto; (b) structural alterations 
or repairs involving a wall or supports; 
(c) moving of the insured structure. It 
should be noted that the market for 
this type of insurance is extremely lim- 
ited and the few carriers who at pres- 
ent will consider this coverage look 
upon collapse insurance strictly as an 
accommodation. 


Patent Infringement; Valuable Papers 


“Patent infringement insurance is is- 
sued on one of two bases—one covers 
legal expenses and costs in excess of 
a “deductible of at least $2,500 which 
costs are incurred in defense of a dam- 
age claim for patent infringement. The 
other form pays no defense costs, but 
indemnifies the insured in the amount 
of the verdict. Each product or process 
is covered specifically, since this insur- 
ance is not now available on a blanket 
basis. 

“Because the patent laws hold the 
purchaser of an article equally culpable 
under certain conditions, manufacturers 
may buy the coverage to facilitate sales 
of their product by extending the policy 
to protect the purchaser. The manufac- 
turer is then in position to give the 
purchaser a hold harmless agreement. 

“Claim of infringement must be made 
within the policy period, and must be 
presented to the insurance carrier with- 
in ten days after receipt by the insured 
of any warning or claim of infringe- 
ment. 

“The patent documents and the engi- 
neer’s drawings and _ specifications are, 
of themselves, articles of value which, 
if lost or destroyed, would produce 
serious hardships. Likewise, deeds, mi- 
crofilm records, attorneys’ files, and 
other valuable documents all can have 
measurable value. Valuable papers in- 
surance indemnifies the insured for all 
loss, destruction or damage to docu- 
ments (except currency and securities) 
with limited exclusions. 


Armored Car Insurance 


“As progress implies movement, we 
can envision the shipment of patgnts, 
drawings and new inventions more 
unique than ever before known. They’ll 
be transported from city to city and 
up to the office door under guard in 
armored cars. The liability of the 
armored car operator will proportion- 
ately increase. Today, we think of the 
armored car as carrying principally 
currency and valuable metals. Whatever 
valuables he carries, the operator’s lia- 
bility is covered under the armored car 
floater. 

“There are two 
car floater policies: 
armored car operators’ liability for 
shipments entrusted to him; the other 
being the shipper’s interest policy car- 
ried by the shipper. * * * 


classes of armored 
one covering the 


Accounts Receivable Insurance 


“Any firm which does a volume of 
credit business—should be acquainted 
with accounts receivable insurance which 
prevents the serious consequences loss 
of records would produce. This insur- 
ance covers direct loss due to destruc- 
tion of the records and does not over- 
lap the dishonesty cover provided by 

(Continued on Page 27) 





Transfer of Risk Rule 
Governs Size of Limits 


AGENT O’CONNELL TELLS WHy 


His AMA Adio: ¥ Features Liability 
and Crime Insurance Limits; What 


to Consider in Fire Legal Liability 


Delegates to the American Manage- 
ment’s insurance conference in Chicago 
recently were told by Arthur M. O’Con- 
nell, vice president of Thomas E. Wood, 
Inc., Cincinnati, that “if we are to 





ARTHUR M. O’CONNELL 


intelligently analyze the influences that 
govern our limits of insurance, we must 
adhere to the ‘transfer of risk’ defini- 
tion because the amount of our required 
limit depends in all instances upon the 
portion of risk, either actual or poten- 
tial, subject to transfer.” Speaking on 
the subject, “What Should Your Insur- 
ance Limits Be Today?” Mr. O’Connell 
stressed the fact that “risk is always 
imperishable and always limited only by 
the solvency of the interested concern.” 
He further declared 

“Risks may be lessened or increased 
by desirable or undesirable practices, 
and a portion of it may be transferred, 
but it can never be completely dissi- 
pated by any transfer which does not 
contemplate limits equal to the total 
solvency factor. Obviously, complete ad- 
herence to this proposition is not al- 
Ways practical and in some instances 
would approach the ridiculous, but the 
underlying truth of the proposition is 
not thereby changed.” 

Recovery in Third Party Liability Cases 

The speaker held that failure to 
transfer adequate risk is encountered 
most frequently, although least spec- 
tacularly, in the third party liability 
field. He explained: “Under this desig- 
nation we must include all situations 
wherein you may harm your fellow man, 
either as to person or to property, when 
you do such harm through your own 
carelessness, or that of your man- 
servant, or through the improper direc- 
tion of your beast of burden, or the 
improper operation of your vehicle, or 
the improper maintenance of your prem- 
ises, or the improper manufacture of 
your products. You must pay whosoever 
is injured the full amount of his ex- 
pense, plus an adequate amount for his 
pain, his suffering, his impairment, his 
disfigurement and in many _ instances, 
his inconvenience. If you have injured 
a married woman, you must in addition 
pay her husband such amount of loss 
as the jury decides is proper, as com- 
pensation for his loss of her services 
as housekeeper, cook, baby sitter and 
general companion. 

“From the days of earliest recorded 
law, this right of recovery for ‘loss of 
consortium,’ as these various duties of 
a housewife were known to the law, 
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has been reserved for husbands alone. 
But since a recent ruling of the United 
States Court of Appeals of the District 
of Columbia, there is strong evidence 
to indicate a violent change in ruling 
case law, so as to permit the wife to 
recover for the loss of her husband’s 
consortium, or companionship. You 
should determine carefully, at the 
earliest possible moment, whether or 
not your protective liability contracts 
were designed to include this extension 
of personal injury jurisprudence.” 

The “Five and Ten Theory” 

Mr. O’Connell then paid his respects 
to the “five and ten theory of liability 
protection,” saying that the industry has 
never been able to eliminate this term 
as a measuring stick for potential loss 
and proper indemnity protection in spite 
of its present uselessness for any pur- 
pose whatsoever. “Admittedly,” he said, 
“few business concerns are satisfied 
with five and ten liability limits, but 
it is amazing how many firms of con- 
sequence are satisfied with bodily in- 
jury limits of $25,000 or less. It is 
equally astounding how many firms have 
neglected to examine their automobile 
P.D. limits and continue to carry the 
$5,000 amount.” 

Viewing the vicious upswing in claim 
costs and accident frequency which is 
currently of great concern to the casu- 
alty companies, Mr. O’Connell said: “A 
reckless, devil-may-care attitude has 
apparently invaded the entire judicial 
system, based largely, I am afraid, 

a lessening respect for the system and 
a fatalistic attitude that we are here 
today and gone tomorrow, so what’s the 
difference. A few years ago, when we 
occasionally encountered a verdict mani- 
festly against the weight of the evi- 
dence, or rendered obviously as a result 
of passion or prejudice, counsel could 
usually depend on the verdict being set 
aside or reduced by the trial court, or 
by a court of superior jurisdiction. This 
situation no longer prevails, because the 
courts too, in keeping with the times, 
have revolutionized their concept of 
‘substantial damage.’... These are signs 
of the times.... We can only insist that 
the transfer of your risk in greater 
amounts than ever before contemplated 
is now mandatory, if you are to avoid 
great risk of financial disaster.” 
Embezzlements Usually Underinsured 
Further along the speaker touched on 


limits on crime coverages including 
burglary, robberv and embezzlement. 
He said that crime losses caused by 


felonious entry, fear, force or violence, 
are seldom underinsured. The greatest 
potential loss, as. in the case of all ma- 
terial damage risks, may be weighed, 
measured and evaluated to an almost 
total degree of accuracy. However, he 
remarked that the most frequent, the 
most expensive and most subtle of crime 
hazards—the crime of embezzlement— 
is usually underinsured, if insured at all. 
Continuing he said: 

“Strangely enough, the existence of 
prosperity does not decrease the inci- 
dence of embezzlement. To the con- 
trary, the advent of prosperity spells 
trouble for surety underwriters and 
even more trouble, usually unanticipated, 
for those concerns who do not transfer 
their risk to professional carriers. In 
times of depression, checks and_bal- 
ances are observed more carefully, suf- 
ficient time is available for the detailed 
checking of invoices and inventory, and 
above all, the element of job-apprecia- 
tion exists.” 

For the proper protection against 
embezzlement Mr. O’Connell recom- 
mended blanket fidelity coverage and 
said that. the employer who rejects it 
“plays with fate.” 

Fire Legal Liability 

Concluding his address Mr. O’Connell 
touched on fire legal liability insurance 
and recommended: “Keep uppermost in 
mind that the property damage section 
of your liability policy does, or certainly 
should, cover claims for negligent fire 
damage to the real and personal prop- 
erty of others, not in your care, cus- 
tody or control. Your potential loss can 
be appraised and is usually within your 
line of vision. Your degree of operating 





hazard is known or is easily ascertained. 
Analysis of these factors will determine 
whether or not the risk should be 
transferred or retained and providing 
always that an insurable hazard exists, 
acquisition of reasonably sufficient lim- 
its should not be difficult. 

“Liability for fire loss to personal 
property of others in your care, while 
not contemplated in your liability con- 
tract, need cause no anxiety, since cov- 
erage for such property is a prominent 
feature of every well written fire con- 
tract. But you should be concerned with 
your liability for fire loss to the real 
property of others in your care, or in 
your custody, or under your control. 
Think of the leasehold interest, the 
rental agreement, the situation involving 
the premises which you legally occupy, 
but do not own. 

“Insurance against these losses is 
available, yes, but on limited terms and 
so far, at a prohibitive cost. Economic 
injustice is involved, because under some 
circumstances the insurance industry 
may unjustly enrich itself through the 
receipt of multiple premium for a single 
exposure, a definite violation of public 
policy. The pros and cons are subject 
to honest debate, but regardless of pub- 
lic policy, economic injustice, duplica- 
tion of premiums, etc., your risk con- 
tinues and while I can assure you that 
the insurance industry has exercised its 
privileges quite sparingly in all the 
years of its existence, there is no as- 
surance that any insurance company, 
especially now as losses soar, would 
forego its basic right of subrogation if 
circumstances indicated the probable 
recovery of substantial salvage.” 


Henderson Before Buyers 


(Continued from Page 26) 


the comprehensive 3-D policy or em- 
ploye fidelity bonds. 

_“The insured is required to submit a 
signed statement of the total amount 
of accounts receivable outstanding at 
the close of each month for 24 months 
prior to inception date of the policy. 
During the life of the policy, the insured 
reports the monthly total outstanding 
accounts receivable of the previous 
month. Books of account and records 
must be kept securely locked in fire- 
resistive receptacles at night and at all 
times when the premises are not actu- 
ally open for business, except when 
such books or records are in actual use 
by the insured or his employes. 

Directors’ Liability Insurance 

“Directors’ liability insurance is de- 
signed to do three things as follows 

“1. It will pay 90% of the expenses 
incurred as a result of an investigation 
or defense of a proceeding brought by 
a public authority which is successfully 
defended. We read a lot about that 
these days. 

“2. It will pay 90% of the expenses 
incurred in the investigation or defense 
of a suit by a private party. 

“3. It will pay 90% of the damages 
awarded to a private party on account 
of any liability claim. 

“The fundamental purpose of the 
policy is to cover the directors against 
stockholders’ derivative actions. It is 
also designed to protect the corporation 
in the event the latter has passed a 
stockholders’ resolution agreeing to 
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PRODUCTION INFORMATION 


AMICO’s nationwide network of representatives receive information 
helpful to production through these five company-prepared and 
distributed publications: 


AGENTS MANUAL" OF PROCEDURE—a book to simplify and 
expedite all agency-company transactions 


SURVEY MANUAL~—a guidebook to survey selling 
THE AMICO AGENT—an illustrated quarterly magazine 


AMICO NEWS LETTER—a monthly digest of up-to-date coverage 
and production data 


THE LAST WORD—a bulletin, by and for the women in agency 
offices, reporting on office procedure improvements 





limit indemnity of the directors. The 
policy provides exclusions which serve 
to eliminate liability for coverage under 
the policy for fraudulent and dishonest 
acts, libel and slander, infidelity and 
the return of money by a director to 
the corporation to which the insured 
was not entitled. 

“This insurance is most difficult to 
arrange and can be obtained only after 
presentation of full facts and exhaustive 
investigation. 

Builders’ Risk Interruption 

“Where a partially erected building 
represents a potential source of earn- 
ings, the risk of loss of such earnings 
is a subject of insurance. This insurance 
is similar to the standard business in- 
terruption policy, but it goes further. 
It indemnifies the insured for the loss 
caused by the interruption of business 
for a period equivalent to the length 
of time the construction was delayed 
due to an insured peril. The perils in- 


sured are essentially the same as are 
normally covered by a business inter- 
ruption policy. * * * 

Malpractice 


“T have been asked to mention risk 
involved by business organizations who 
maintain their own medical staff of 
physicians and/or nurses as far as mal- 
practice is concerned. If an employe 
should claim malpractice due to medical 
treatment growing out of injury or sick- 
ness occurring while engaged in his 
duties, any claim against the employer 
should come under either workmen’s 
compensation or employers’ liability. In 
the case of malpractice claimed in con- 
nection with pre-employment physical 
examinations, this should be protected 
under comprehensive liability insurance. 

“As far as the liability of the physi- 
cian or nurse is concerned as respects 
malpractice, if they are employes of the 
company, any claim against them should 
be protected under the comprehensive 
public liability. However, should the 
physicion not be an employe, he would 
have to look to his own personal insur- 
ance as respects malpractice claims 
against him. 

Travel Insurance 

“With the amount of travel steadily 
growing, travel accident insurance has 
become increasingly popular and there 
are three general types which are most 
in demand. The first covers passenger 
travel on scheduled airline flights only, 
although this coverage can be extended 
to cover travel on privately owned air- 
planes as well. 

“The second covers passenger travel 
in common carriers in addition to sched- 
uled airlines. The third covers all risks 
of travel while away from the normal 
place of business on a trip for the 
employer. 

3asically, the policies cover death 
and dismemberment, but may be ex- 
tended to include medical expense pro- 
viding payment of the hospital ‘and 
doctors bills and weekly indemnity for 
disability. This insurance is normally 
tailor-made to fit the requirements of 
the individual employer and the amount 
of traveling done by his employes. The 
cost has become more reasonable’ be- 
cause the wider acceptance and growing 
peoweaety 148 of travel accident insurance 
has increased the spread.” 





U. S. F. & G. Names Wood 
Manager of Syracuse Office 


L. Brent Wood, of the United States 
Fidelity & Guaranty Co. at Baltimore, 
who has been associate director of the 
agency-development department since 
1949, has been appointed manager of the 
company’s Syracuse, N. Y., office. He 
succeeds Ray M. Clark who has been 
granted leave of absence because of ill 
health. 

Mr. Wood has a background of wide 
experience in the field. He came to 
Baltimore from Cleveland where he 
made a record as manager, winning the 
Davis Cup Award for 1943 and 1947. 
Before going to Cleveland in 1941 he had 
been claim superintendent and assistant 
manager at Syracuse, to which he has 
now returned. 
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Neil J. Brown Views 
Schedule Type Policies 


STRONGLY ADVOCATES THEM 





Hartford A. & I. Secretary Points to 
Simplicity of One Policy Form; Easier 
for Agents to Sell and Cos. to Handle 


3rown, A. & H. secretary of 
Accident & Indemnity who is 
Accident & 


strong 


Neil J. 
Hartford 
chairman of the 
Health Underwriters, gave his 
endorsement to the use of the schedule 
type personal A. & H. policy in speaking 
recent Under- 


Bureau of 


on the subject at the 
writing Forum staged by the bureau at 
Hot Springs, Va. Mr. Brown said that 
his own organization is thor- 
oughly sold on the schedule type policy 
“package” type 


agency 


and prefers it to the 
contract. In fact, he said, a return to 
the latter type by the company would 
be highly displeasing to the majority of 
the agents. 

A questionnaire recently sent by Mr. 
Brown to each member company of the 
bureau indicated that 22 are now issu- 
ing schedule type personal accident poli- 
A total of 
schedule type hea 


20 com- 
panies have Ith poli- 
cies compared with 22 companies which 


cies and 17 are not. 


do not. Sixteen companies issue sched- 


ule type hospital-nurse-surgical but 24 
do not. As to whether agent or pros- 
pect resistance had been experienced to 
sale of schedule type as against “pack- 
age” type policies providing the same 
coverage, 21 companies said “No” and 
only three said “Yes.” 
Sees Advantages to Agents 

Considering the schedule type policy 
from the agent’s point of view Mr. Brown 
said: “Since the policy is quite gen- 
erally written in casualty insurance lines, 
agents are accustomed to handling this 
type of contract. It offers greater sim- 
plicity in providing one policy form, or 
two, if accident and sickness insurance 
is written separately as contrasted with 
a large number of “package” type poli- 
cies. Thus, the agent has only to be 


familiar with one policy form rather 
than many. The same is true of one 
application form and one rate table. 
Furthermore, the agent can offer a 


greater variety of coverages .. 

From the company viewpoint Mr. 
Brown said the schedule type contract 
enables the home office to avoid mul- 
tiplicity of policy forms, applications, 
rate sheets and advertising material. 
This reduces the expense factor, he em- 
phasized, and simplifies the stocking up 
and distribution of material. In addi- 
tion, home office filing is less costly “as 
it is not necessary to separate and file 
applications by various policy forms, 
and one system can be uniformly ap- 
plied.” As to coding the business Mr. 
Brown remarked: 

“In coding the business, all that is 
necessary is to draw up a chart of the 
various combinations of benefits that 
may be written and apply a code desig- 
nation to each, or use the same code 
as is applicable to a policy containing 
a certain combination of benefits and 
corresponding to one of the ’package’ 
type which has been replaced.” 


MUTUAL LIFE JOINS BUREAU 

The Mutual Life Insurance Co. of 
New York has been elected a member 
of the Bureau of Accident & Health Un- 
derwriters. The company recently de- 


termined to enter the individual accident 
and health business, 
man as manager. 


with J. M. Wick- 


N. Y. Buyers Studying All 
Medical Expense Plans 


The stepped up activities of commit- 
tees of the New York Chapter of the 
National Insurance Buyers Association, 
Inc., has gained added emphasis as a 
result of the announcement by W. 
Fitzsimons of the New York Heraid 
Tribune, chairman of the employes 
benefits committee, that this committee 
is making a complete and detailed study 
of Blue Cross and United Medical plans, 
in respect to premium costs vs. benefits, 
as compared to other accident and he: uth 
group plans which may be recommended 
to employes. 

The numerous plans of medical catas- 
trophe coverages now being offered are 
also to be reviewed from the standpoint 
of cost, benefits, percentage of partici- 
pation, co-insurance and deductibles. A 
study will be made of benefits under em- 
ployment and disability benefit laws in 
respect to eligibility, amount and dura- 
tion. 

Members of Mr. Fitzsimons’ 
tee are A. A. Carlson, American Air- 
lines, Miss M. J. Foster, Nestle’s Choc- 
olate Co, and J. F. Fenske, Sidney 
Blumenthal Co. 


commit- 





Cleveland to Conduct New 
Disability Sales Course 


The Cleveland Association of Acci- 
dent & Health Underwriters will be 
one of the first local A. & H. associa- 
tions to conduct the new disability in- 
surance sales course which, beginning 
next January 8, will be sponsored by the 
International Association of Accident & 
Health Underwriters. 

The Cleveland association, president 
of which is W. A. Knight, Federal Life 
& Casualty, plans to hold a 12-week 
course (a two-hour class once a week) 
at Fenn College near downtown Cleve- 
land. W. S. Steiger, Massachusetts In- 
demnity manager in that city who is 
educational chairman of the ‘Cleveland 
association, will conduct the classes. He 
is well qualified for this capacity, not 
only because of his insurance back- 
ground but as a former professor at 
Ohio State Univ ersity. 

Entire cost of the course including 
texts will be $20. Capacity classes are 
expected. 


Prints Detroit Proceedings 

The Health & Accident Underwriters 
Conference has published in full the 
proceedings of its 50th annual meeting 
at Detroit last May. Included is a com- 
plete list of those registered and also 


the company members as of May 16, 
1951. : 









Major Medical Expense Plan 
Offered by Royal-Liverpool 


The Royal-Liverpool Insurance Group 
is the latest to announce a major medi- 
cal expense plan through its accident 
and health department. This plan, which 
has been made available in two policy 
forms—family and individual—will pro- 
vide a limit of payment of $5,000 per 
person for medical expenses incurred 
within two years from date of accident 
or commencement of illness. The poli- 
cies have been approved in every state 
except Minnesota, Maryland and Illinois. 

The Royal-Liverpooi Group offers a 
choice of deductible of $200 or $500 with 
full coverage in excess of the deductible. 
The insured is not required to be a co- 
insurer, and the policies pay for medical 
expenses whether or not the insured is 
confined to hospital. 

Exclusions have been held to a mini- 
mum. To avoid duplication, accidents or 
sicknesses covered under workmen’s 
compensation or similar laws are ex- 
cluded. Pregnancy and war risks are 
the only other major exclusions. 

The new policies cover not only major 
illnesses like polio, cancer, meningitis, 
rheumatic fever and heart diseases, but 
all types of sickness, nervous, mental, 
or otherwise, and accidents, too. Vir- 
tually all medical expenses are covered, 
from hospital charges and the fees of 


physicians, surgeons, and nurses, to 
laboratory tests, transfusions, drugs, 
medicines and anesthetics. 

Annual premium rates for Royal- 


Liverpool’s new policy applicable to 
males are as follows: Ages 19 through 
44, $32 for $200 deductible, and $20 for 
$500 deductible; 45-54, $48 and $36; 
55-59, $70.40 and $58.40. 

Female ages, 19-44, will pay $36 for 
the $200 deductible and $22.50 for the 
$500 deductible; 45-54, $54 and $40.50; 
55-59, $79.20 and $65.70. 

The charge for each unmarried child 
from three months through 18 years is 
$20 for the $200 deductible and $12.50 
for the $500 deductible. Children pay 
the adult rates if they are married. The 
family rate is the sum of the individual 
charge. The family policy may be sold 
for a three-month term. Otherwise rates 
are annual only. The quarterly premium 
is one-fourth the annual, plus 75 cents. 


Harvard Officials Consider 
Compulsory Medical Plan 


Harvard University officials in Cam- 
bridge, Mass., are considering a pro- 
gram of compulsory medical insurance 
for all students. Details are being 
worked out in a joint survey by the 
hygiene department and the Harvard 
Athletic Association. 

At present all students pay a $30 in- 
firmary fee each year for up to two 
weeks’ hospitalization. The only persons 
receiving complete insurance coverage 
are athletes in the major sports who are 
injured while playing. There has been a 
series of bad injuries recently, including 
a broken neck in sports at Harvard. 
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BUILD YOUR BUSINESS WITH “HOOSIER” 


UNDER A CONTRACT FOR ONE OF THE 
BEST LINES OF POLICIES ON THE MARKET! 
A Stock Company 


RECENT GROWTH IN ACCIDENT AND HEALTH VOLUME 
1950 


1946 — $1,304,320.00 
1947 — $1,563,665.00 


1948 — $1,993,000.00 
1949 — $2,278,000.00 


WE HAVE THE RIGHT COVERAGE FOR: 


Families (Hospital) Athletic Teams 
Individuals (Hospital) Farmers 
Employee Groups Housewives 
Special Groups Children 


Volunteer Firemen 


THE HOOSIER CASUALTY COMPANY 


333 N. PENNSYLVANIA ST., INDIANAPOLIS 


Best's A-Plus Rating 


$2,553,545.00 
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PHILIP D. CROSS PROMOTED 


Heads A. & H. Dept. of Phoenix Indem- 
nity and London G. & A.; Stuart 
_. Duffield Has Retired 

Philip D. Cross has been promoted 
by Phoenix Indemnity and London 
Guarantee & Accident to be superin- 
tendent of their head office personal 
acccident and health department, suc- 
ceeding Stuart Duffield who has retired 
at his own request. 

Mr. Cross joined the organization in 
1947 after four years of World War II 
service in the Army Medical Adminis- 
tration Corps. His first assignment was 
as A. & H. superintendent in the com- 
panies’ metropolitan New York office 
from which he was transferred in 1950 
to be Mr. Duffield’s assistant at the 
head office. Mr. Cross’ A. & H. career 
started in 1938 in Loyalty Group’s home 
office in Newark. 

Active in the Accident & Health Club 
of New York Mr. Cross served this 
year as its third vice president in charge 
of membership and the 1951 directory. 
Previously he was secretary of the club. 





Women’s A. & H. Club of 
N. Y. Elects New Officers 


Jo Pettit, United States F. & G., was 
elected president of the Women’s Acci- 
dent & Health Club of New York No- 
vember 26 at its annual meeting. Miss 
Pettit succeeds Margaret Earley, Fire- 
man’s Fund Indemnity, who goes on the 
executive committee which consists of 
all past presidents of the club. 

Other officers elected for 1952 are 
as follows: Madeleine McCrory, presi- 
dent, James R. Garrett, Inc., vice presi- 
dent on arrangements; Elsie Hepp, 
Continental Casualty, vice president on 
education; Mary Kishner, Columbian 
Protective Association, vice president on 
membership; Frances Pais, United 
States F. & G., secretary; Helen Polioka, 
Loyalty Group, treasurer; Betty Pines, 
Stewart Smith & Co., assistant treas- 
urer, and Margaret Palmeri, Commercial 
Travelers, historian. 

Annual Christmas party of the club 
will be held December 11 and _ each 
member will bring toys to be sent to 
underprivileged children of a charitable 
organization. Entertainment and a raf- 
fle will feature this party. 

The club, now three years old, has 
a membership of 40. 





LYDON ON MANUAL REVISION 
Advises A. & H. Bureau Members to 
Wait at Least 5 - Year Period Before 
Making Page by Page Changes 

In his report as manual and classifica- 
tions committee chairman, Bureau of 
A. & H. Underwriters, John F. Lydon, 
Ocean Accident, advised that since the 
complete revision of the bureau’s manual 
in 1948 member companies have been 
requested to make suggestions for new 
occupational classifications as well as 
other revisions, all to the end that the 
manual would continue to be up to date. 

“The committee has considered such 
revisions and new classifications received 
over a two-year period,” Mr. Lydon 
said at the Bureau’s meeting at Hot 
Springs, Va. “but did not deem _ it 
advisable to ’ suggest another page-by- 
page revision of the manual for the 
present.” However, he urged that chief 
underwriters of member companies con- 
tinue to submit their recommendations 
and, after a sufficient number of these 
have been received, probably over a five- 
year period, another manual revision will 
be considered. 

“We think it is inadvisable,” he said, 
“to ask any company to suggest a man- 
ual revision on a wholesale basis for at 
least a five-year period following the 
last general revision.” 

As of September 1, 1951, 56 member 
companies of the bureau were using 
the 1948 manual as well as 20 non- 
member companies of record. 
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RANKIN MARTIN FOR PRESIDENT 





Slated to Head ‘Surety Managers of 
N. Y. in 1952; E. M. Brown V. P.; 
Association Luncheon Host to Press 
Members of the insurance press got 

a closeup view of the surety managers 

of New York in monthly luncheon ses- 

sion when they were guests on Monday 
of the Surety Managers’ Association of 
the City of New York at the Drug & 

Chemical Club. ““Spot news” of the 

meeting was the nominating committee’s 

report by Edmund J. Donegan, Loyalty 

Group, chairman, for 1952 officers. Ran- 

kin Martin, Standard Accident. is slated 

to be elected president at the December 
meeting of the association and Edward 

M. Brown, National Surety Corp., as 

vice president. The secretary-treasurer 

will be appointed by the new president 
following his election. 

Putnam L. Crafts, Home Indemnity, 
who has served this year as president. 
presided at the luncheon which was well 
attended. Now over 25 years old, Surety 
Managers’ Association has about 40 
members and is a constructive force. It 
has consistently had strong leadership 
and, in recent years, has put consider- 
able emphasis on public relations. Among 
its active committees this year have 
been legislative, public relations and 
judicial, but their respective chairmen 
reported much too briefly at the lunch- 
eon. This was probably out of deference 
to their newspaper guests—Ed Acker- 
man, The Weekly Underwriter; Wally 
Clapp, The Eastern Underwriter; Elmer 
Miller, New York Journal of Commerce; 
Don Reap, The National Underwriter, 
and Charlie Rosensweig, Insurance Ad- 
vocate—all of whom spoke, also briefly. 
The press was complimented for intel- 
ligent reporting of insurance news and, 
in turn, paid tribute to the constructive 
activities of the Surety Managers’ As- 
sociation. David Porter, educational di- 


rector, Surety Association of America, 
who handles press relations, received 
special recognition. 

Martin W. Lewis, general manager 


of Surety Association, made the clos- 
ing talk of the luncheon. 


CHANGES AT HARTFORD A. & I. 





Engineering Personnel Shifts Made at 
Baltimore, Washington and Phila- 
delphia Announced by Company 
The Hartford Accident & Indemnity 
Co. announces the following changes: 

John A. Kirkham, ITI, has been pro- 
moted to the position of senior engineer 
in charge of the engineering department 
of the Baltimore branch office; George 
A. Saylor, formerly senior engineer at 
Baltimore, has been named chief engi- 
neer in charge of the new Washington, 
D.C., district engineering office; Engi- 
neer Eric MclIllmurray has been trans- 
ferred from Philadelphia to the Wash- 
ington district engineering office, and 
C. L. McKim, has been transferred from 
Washington to the engineering staff 
in Baltimore. 

A native of Baltimore, Mr. Kirkham 
attended Baltimore Polytechnic ‘nsti- 
tute and John Hopkins University. He 
has been associated with the engineer- 
ing department of the Baltimore branch 
office since joining the Hartford in 


1948. During World War II Mr. Kirk- 


ham served as 2nd Lieutenant in the 
U Air Force. 3 
A native of Philadelphia, Mr. Saylor 


received his engineering training at 
Drexel Institute. Mr. Saylor first be- 
came associated with the Hartford in 
1936. 

Mr. MclIllmurray has been associated 
with the engineering department of the 
Philadelphia branch office since joining 
the Hartford in 1948. A native of New- 
castle-on-Tyne, England, Mr. Mclllmur- 
ray received his engineering training 
at Rutherford Technical School in Eng- 
land. During World War II he served 
in the British Navy as Leading Seaman. 

Mr. McKim, a native of Pikesville, 


Md., first became associated with the 
Hartford i in 1941, 


STATISTICAL GROUP TO MEET 





Association of Casualty Accountants 
and Statisticians Set Meeting Date 
for December 14 in New York 
The annual meeting of the Association 
of Casualty Accountants & Statisticians 
will be held on Friday, December 14, in 

the Hotel Statler, New York City. 

In addition to the election of officers 
and the appointment of committees for 
the coming year, many of the practical 
problems now facing the industry will 
appear on the agenda for discussion. 

he association now comprises 86 
stock companies. 


Wohlreich Writes Big Bond 


A. J. Wohlreich, CPCU, president of 
A. J. Wohlreich, ‘Inc., Newark, broker 
for Lieb Bros., "general contractors in 
Newark, negotiz ated the performance and 
payment bonds guaranteeing completion 
of the $13,500,000 contract for the 
United States Army Engineers Corps 
covering the construction of facilities 
at Scott Air Force Base, Belleville, Il. 
All of the workmen’s compensation, 
public liability and fire compensation on 
the job was written by the New Jersey 
office of the Royal Insurance Co., 
through Mr. Wohlreich. 





IN EVERY FIELD. 








Today, insurance selling 
is on a high professional] 
plane. Survey work, 
: the multiplication of 
risks and wide selection of available 
policies require expert knowledge. 
Clients who put their property, 
savings and futures under your 
protection have a right to expect 
this skilled, specialized service. 
Modern agents, in turn, demand 
skilled, specialized service of the 
companies with which they deal. 
That is why more agents and brok- 
ers place more power plant insur- 
ance with Hartford Steam Boiler 
than with any other company. 





It Fays lo Choose the Cost 


THE HARTFORD STEAM BOILER 
INSPECTION AND INSURANCE COMPANY 


Hartford 2, Connecticut 


Unlike types of coverage which 
can be tested only by disaster, 
Hartford Steam Boiler policies 
demonstrate their worth at the 
outset. Throughout the policy 
term, this Company’s experienced 
engineering and inspection staff 
works to spot danger signals i 
their early stages and thus to pre- 
vent costly accidents. 

Your clients will appreciate such 
service because they know acci- 
dents cause losses that insurance 
can never repay. You will benefit 
from their good will and from the 
services of a specialist in your own 
field — the Hartford Special Agent. 








Boilers - Vessels 
Engines + Turbines 
Electrical Equipment 














Henry Rhodes Burr Dead 


Henry Rhodes Burr, 64, special repre- 
sentative of Fidelity & Deposit in the 
Newark office, died af heart attack No- 
vember 20 at St. Michael’s Hospital. 

Mr. Burr was born in Hartford, son 
of Sidney and Emma Burr, educated 
there at the South School and at High- 
land Military Academy, Worcester, 
Mass. His first experience in insurance 
was in Hartford with the Aetna Life and 
the Travelers. He was in New Jersey for 
the latter company. Subsequently, he was 
a partner in the agency of Van Houton 
and Sherwood, Jersey City and for 
the past 18 years had been with the 
Newark branch of Fidelity & Deposit. 
He was a past officer of New Jersey 
Association of Insurance Agents and 
president and one of the founders of 
the Hartford Club of New Jersey whose 
membership largely consists of former 
Hartford men in the insurance business 
of that state. He was a 32nd degree 
Mason. He had always been interested 
in military affairs and, as commanding 
officer and organizer of the Connecti- 
cut National Guard’s first machine gun 
company, saw service at the Mexican 
border in 1916. 

Mr. Burr is survived by his wife, 
Mrs. Anna C. Schermaier Burr; nephew 
and niece, Mr. and Mrs. David E. Wil- 
son; a grand nephew, David E. Wilson, 
Tr., all of Verona, N. J.:; an uncle, Wil- 
liam H. Rhodes of Hartford, Conn., and 
St. Petersburg, Fla. and a_ cousin, 


Russell Rhodes, former’ editor of 
The American Agency Bulletin, now 
columnist of The New York Journal of 


Commerce and Insurance Advocate. 


Druggists’ Liability Plan 


(Continued from Page 24) 


Columbia, Massachusetts, Missouri and 
New York the rate per store is $20, 
and the rate per $1,000 of receipts is 
$.40 subject to a minimum premium of 
$20 per store. In the remainder of the 
country the rate per store is $15, and 
the rate per $1,000 of receipts is $.30 
subject to a minimum premium of $15 
per store. These rates and minimum 
premiums are for basic limits. For 
higher limits a special table of factors 
applies. No distinction is made in classi- 
fication and rates for beverages and food 
and for other products, as in effect 
previously. 


Casualty Market Dearth 


(Continued from Page 25) 
turn it over by default to those who 
believe it is a concern of the state? 
“Are the companies ready to throw 


overboard the very agents who helped 
build ~ casualty business for them, 
and whom, only a few short years ago, 


they were soliciting to take on represen- 


Stating that the time for action has 
come, Mr. Stanz said that agents have 
kept quiet too long “while this deadly 
process of attrition goes on. Agents are 
being forced into mergers because their 


casualty representations were lifted. 
Under present conditions the agency 
which can survive with fire business 
alone is the exception, even with allied 
lines added. 
Situation Is Grave 
“The situation is grave, and getting 


more so every day. I believe it is the 
greatest threat to our agency system 
here that we have faced in many years 

“An answer must be found! It will not 
be found if each company, each agency 
and each broker, or even their represen- 
tative groups, keeps waiting for each 
other to take the lead. I believe there 
can be a solution. I still have enough 
faith in the intelligence and good sense 
of our business to believe that we can 
find it. We can meet this challenge, 
but it cannot be met by the present 
‘do nothing’ attitude by both the compa- 
nies and ourselves, the producers.” 
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Suggest Five-point Plan for Better 
Traffic Conditions in New York 


A five-point legislative and administra- 
tive program for better traffic condi- 
tions in the state of New York has been 
inaugurated by the New York State 
Association of Insurance Agents, John 
G. Mayer, executive secretary, and the 
Traffic Safety Council of Insurance Rat- 
ing District No. 29, Harry G. Helm, 
Glens Falls, director of publicity. 

A manual of procedure has been is- 
sued for the purpose of getting as many 
men, women and children in the state 
to write letters to Governor Thomas E. 
Dewey, State Senator Seymour Halpern, 
chairman of the joint legislative com- 
mittee on motor vehicle problems, and 
to their individual representatives in the 
state legislature. 

‘This five-point program will, if put 
into operation, save many lives, prevent 
many bodily injuries and much property 
caused by a relatively small 
irresponsible and incompe- 
tent drivers,” the manual says. “The 
amount of sorrow, suffering and waste 
which better traffic conditions will elimi- 
nate can be tremendous. The reduction 
of automobile accidents can also mean 
money in the pocket of every owner ofa 
car for we believe that the cost of 
automobile insurance will eventually be 


reduced.” 


damage 
ntinber of 


Five - point Program 

The program embodies the following: 
Periodic inspection of automobiles; 
driver education in high schools; revi- 
sion of the requirements for the licens- 
ing of automobile drivers and improve- 
ment of the state drivers’ clinic now 
used to reexamine automobile accident 
repeaters ; better traffic laws; increase 
of the present force of state police. 

The first objective of the sponsors of 
the program is to get as many letters 
in the hands of the Governor and state 
legislators as possible, the letters to be 
dated January 15, 1952, “for the im- 
pact of a deluge of letters received on 
the same day or within a two-day period 
is much greater than if the same amount 
of mail is spaced over a month or more.” 


With respect to periodic inspection 
of automobiles, the manual says that 
preliminary estimates of the 1950 fa- 


figures released by the National 
Council show: 

requiring inspection of 
above the national aver- 


tality 

Safety 
States not 

automobiles, 4% 


age death rate; states having private 
inspection stations appointed by the 
state, 8% below the average: states 


having state-ow ned and operated inspec- 
tion stations, 38.7% below the average. 
Calls For Inspections 

The plan calls for inspection of each 
automobile every six months, at a cost 
of 75 cents each, with private industry 
to build the inspection stations to be 
leased by the state with option to buy. 
Rentals and purchase would be financed 
out of the inspection fees, as well as 
the current expenses of making the 
inspections. The proposed bill would 
carry an appropriation of $75,000 to de- 
fray the cost of setting the plan into 
operation. 

“Tt is the belief of traffic experts and 
those advocating periodic inspection of 
automobiles,” the manual says, “that it 
will save as many as 800 lives each year 
and that eventually the saving in the 
cost of automobile insurance will many 
times over pay the cost of the inspec- 
tion fees.” 

In the matter of drivers education in 
high schools, the manual states that it 
produces a decided reduction in the 
number of automobile accidents caused 


by the young drivers who, according 
to reliable statistics, produce an ab- 
normal number of them which is re- 


insurance rates 
a person under 
19 years of 


flected in automobile 

where a car is driven by 
25 years of age. Drivers 
age and under produce 50% more acci- 
dents than the average, it savs, while 
drivers 20 through 24 years of age are 
responsible for 60% more accidents than 





the average. According to the manual, 
studies show that driver education in a 
high school reduces the likelihood of an 
automobile accident by over 80%. As to 
the situation in New York State, it says: 
Status in New York State 

“Here is the status of driver educa- 
tion in the state of New York. We have 
a total of 1,151 public and private 
schools on the high school level. Of 
this number, 529 have some form of 
driver education course. Only 444 have 
both classroom and_ behind-the-wheel 
instruction. But this is not too encour- 
aging for all eligible students in these 
schools do not or cannot take the course. 
We find that just 15,450 students take 
advantage of the full course while 41,- 
990 have classroom work only. The 
latest count of seniors in our secondary 
schools showed that there were 102,240. 
Since many juniors and some _ sopho- 
mores are old enough to take driver 
education courses, you can see that the 
percentage of students benefiting by this 
important ‘keep them alive’ training is a 
tragically small number—less than 10%. 

“Tt seems evident that driver education 
should be a required course in our high 
schools, but this is stoutly resisted by 
individual educators and by the state 


educational department. If our record 
does not improve and improve rapidly, 
requirement by law seems to be the 
only solution. California has had just 
such a law go in effect in 1951. But 
before that the state of California had 
compiled an excellent record on a vol- 
untary basis for 110,953 students were 
enrolled in driver education courses 
during the 1950-1951 term. Illinois has 
the next highest enrollment with a to- 
tal of about 79,000 out of 86,025 eligible 
students.” 

The manual states that the present 
examination of an applicant for an auto- 
mobile driver’s license consists of a 
“perfunctory examination of vision, a 
true or false questionnaire and a road 
test.” 

Proponents of this plan advocate a 
better vision test and the abandonment 
of the true or false questionnaire “which 
makes the test a guessing game.” Vision 
test, the manual says, should determine 
if the applicant has 20/40 vision with 
or without correction and other tests 
should be such that the state of New 
York can be assured that the applicant 
has a 70% accuracy in the interpretation 
of road signs, 70% accuracy in knowl- 
edge of the rules of the road and not 
more than an error score of 30% in the 
road test of driving ability. 

The following recommendations are 
made for reorganization of the state 
drivers’ clinic: Recording of driver’s 
history in his own handwriting; physi- 
cal tests of lateral imbalance, acuity, 
depth perception, peripheral vision or 
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field of vision; hearing; glare recovery 
and resistance; brake reaction; eye- 
hand coordination ; vigilance; examina- 
tion of knowledge of the traffic laws and 
a reading test including identification 
and interpretation of the traffic signs; 
road test; interview when all informa. 
tion and results are coordinated. 
Facilities Should Be Open 

“We recommend,” says the manual, 
“that the facilities of the clinic be 
opened for the examination of commer- 
cial drivers for large trucking concerns 
or hacking companies, persons who ap- 
pear voluntarily for Army, Navy and 
Marine personnel and any other inter- 
ested parties. The purpose of such a 
clinic is not to cancel as many licenses 
as possible. Its chief purpose is to 
make good drivers out of bad. One state 
has found that 97% of the drivers ex- 
amined can be rehabilitated for continu- 
ing the driving of an automobile. Only 
3% are ruled off the road.” 

On the subject of better traffic laws, 
the manual says: 

“Many of our traffic laws are a quar- 
ter of a century old and even older. 
In other words, our traffic laws have 
not kept pace with the problems pre- 
sented by the rapid increase in ‘the 
number of automobiles, their increased 
power and speed, the number of miles 
driven and with the increase in the 
number of miles of hard-surfaced roads. 
That is why we are advocating the 
adoption of Act V_ of the Uniform 
Vehicle Code into the traffic laws of 
the state of New York. This act pro- 
vides, among other, better and more 
up-to-date rules of the road, a_ provi- 
sion dealing with the slow driver and it 
also requires the use of a no-fix ticket.” 

As to need for an increase in the 
present force of state police, the manual 
points out that rule of thumb, as advo- 
cated by the President's Highway Safety 
Conference, calls for one state trooper 
for every 33 miles of highway to be 
patrolled. “We have 85,672 miles of 
road of all kinds in this state of which 
about 43,000 have hard surfaces,” the 
manual says. “Using the hard surfaced 
roads as to the criterion, we would need 
1,318 troopers to have one for every 33 
miles of hard surfaced road in the state 
of New York. Using the last published 
figures, we find that the authorized 
strength of the state police its 900, but 
only 765 were on the payroll, with 625 
assigned to traffic duty. 

Advocates More State Troopers 

“Consequently, we advocate authoriza- 
tion of 400 more troopers and the imme- 
diate recruiting of the force to its full 
authorized strength. The major factor 
regarding the securing of competent 
recruits for our state police is that the 
present starting salary is too low.” 

Under the topic “Improvements,” the 
manual says it is no wonder that more 
state police are needed and continues: 

“It is the present practice of our 
state police to ignore the punishment 
of those involved in collisions between 
two or more cars unless they have seen 
the accident or one driver or the other 
wants to prosecute for reckless driving. 
Almost invariably the private citizen 
does not elect to press a charge. 

“It is our contention that it is the 
duty of the peace officer to issue sum- 
mons, subpoenas or traffic citations in 
such cases or information and belief. He 
does not have to see the collision. It is 
the responsibility of the peace officer to 
see that violators are punished and the 
duty and responsibility of the peace of- 
ficer to issue a summon and complaint 
on information and belief should be set 
forth in the manual of instructions for 
our state police. 

“At the present moment, such collision 
cases between two or more cars are 
abandoned to the insurance companies 
involved and no one is punished except 
the holders of automobile insurance poli- 
cies who will eventually be forced to 
pay higher rates since those who are 
responsible for many accidents go scot- 
free. As you know, automobile insur- 
ance rates have been increased in New 
York Si:te in 1950 and again in 1951. 
In some parts of the state, automobile 
premiums have increased as much as 
50% in the last 18 months.” 
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WHAT IF YOU PAID THE BILLS? 












You'd be the biggest, most popular man in town if you could publicly offer to pay 


the hospital and doctor's bills for anyone who was sick or injured. 


i Naturally, you can’t make any such offer. You can, however, tell people that for a 
few cents a day they can have Travelers Accident and Sickness insurance which will 
protect them against loss of earnings through sickness or injury. 


Travelers Accident and Sickness insurance, with its 
broad, up-to-date coverage, is just the type of protection 
you'll want your customers to have. They'll appreciate the 
peace of mind that goes with having their insurance with the 
company which pioneered in the field of Accident and Sick- 
ness protection—The Travelers. 


THE TRAVELERS INSURANCE COMPANY 
HARTFORD, CONNECTICUT 
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* How Atna’s Sales Aids 
help agents 
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Atna Customer Development Plan 
blueprints procedure efficiently 


By following this well designed plan, an agent saves valuable 
time, gets maximum results with minimum effort. It shows plainly 
just how each account on his books can be built up . . . where there 
is room to add extra lines to each customer’s present coverage. 
Using it, an agent finds many ways to expand premium volume 
among his best prospects — the clients already on his books. 








Aetna Plandex cuts time and effort 


A specialized tool that saves long, hard hours — Atna Plandex 
equips agents to analyze quickly individual client’s problems and 
to present a neatly constructed, visible record of their customer's 
insurance program in a convenient policy container. Time and 
again, this modern, professional helper has shown its mettle in de- 
veloping personal accounts . . . in strengthening current business, 
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#Etma Casualty and Surety Company 


Aetna Home Office Sales Course 

supplies the building know-how 
Under the guidance of experts, agents who attend this course learn 
the latest techniques of insurance selling . . . risk analysis . . . 
prospecting . . . account solicitation and handling. In five intensely 
practical, instruction-crammed weeks, they gain new skill, knowl- 
edge and confidence. Many hundreds of graduates report that 
the course advances success from three to five years. 





The Aetna Plan 
provides power for heavy work 


The Atna Plan picks up business in big chunks, helps build a solid 
foundation of commercial and industrial accounts. Pioneer system 
of risk and insurance analysis, it makes it possible for agents to 
determine exact insurance and bonding requirements of prospects 
. . . expedites the handling of complex risks . . . helps pile up 
premiums by developing “single policy” clients into entire accounts. 








Aetna Loss Prevention Service 
plants seeds for tomorrow’s harvest 


tna agents, using Atna Loss Prevention aids, sow valuable good- 
will in the rich soil of their own communities . . . attract the 
attention of leaders in business and local affairs. With these aids 
— action displays, sound motion pictures, driver-testing devices, 
folders and other material — agents are reaping the bountiful 
results that spring from a well-planned public relations program. 


Building Better Futures 


is our Business 


ZETNA Casualty AND Surety Company 


The 4tna Life Affiliated Companies write practically every form of insurance and bonding protection 


FIRE AND MARINE 


Standard Fire Insurance Company 
Connecticut 


LIFE AND CASUALTY 
tna Life Insurance Company @ Automobile Insurance Company 


Hartford 15 
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